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A New “Genuine Detroit”’ 
Product 


Here is a new Detroit Force Feed Oiler, which 
provides automatic, positive and dependable lubri- 
cation for all types of steam engines, gas engines, 
pumps and air compressors. 

Direct drive, exact oil delivery, accurate regu- 
lations, simple mechanism, positive adjustment, 
better sight feed and convenient flushing device 
are some of the distinctive features incorporated 
in its design. 

The Model JTS is a standardized product, made 
in one feed and furnished complete with neces- 
sary fittings for easy and substantial lubrication. 

It is a ready seller and profitably carried in 
stock by jobbers and dealers in Mill Supplies. 
Write for our Special Dealer’s Prices. 


DetRoIT |UBRICATOR (OMPANY; 
| DETROIT.U.S.A. 
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Design 
Material 
Workmanship 
Finish 
Reputation 
Service 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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How much belting business 
will you have in 1926? 


—nineteen twenty six is but five years away—an interval that 
seems long in prospect and short in retrospect. 


—how much leather belting business will you have then? 


; —is your present leather belting account the type that is adding io 
Chicago your good will? 
Belting 
lasts 


longest 


—is it a live and growing account that bids fair to continue to grow 
and to continue to increase your prestige as the years go by? 


—or is it an account that you regard without enthusiasm and with 
some doubt? 


The next five years will be fruitful years—years of good business 
and sure profits for those handling honest, well made and efficient 
products. 


SEA LION ; ; ; a 
Trade Mark\ Such a product is Chicago Belting—of known high quality in 
every grade—uniform in dependability—with a strong and healthy 

reputation that creates and holds friends. 


icago“Beltins 








—the performance of Capital 


Brushes and Brooms under the most 
rigorous conditions will prove to the user, as it 
has to thousands of industries, that no better 
Make and brushes and brooms are made, for utility and long wear 


oe” and everlasting efficiency. 


Orders placed now assure prompt delivery. Increased buying 


this fall will soon commence, and the purchasing agent who 
wishes immediate delivery will send orders without delay. 


Send for catalog 17. Shows our full line. 


Indianapolis Brush & Broom Mfg. Co. 


Indianapolis Indiana 


CAPITAL Brushes Brooms 
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“SATISFIED” 


That Is What You Will Say After Trying 


C.D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 
NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


B Manufacturers of a Complete Line of MALLEABLE AND 
Sade of Meare Putte Ale CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleable Iron 





























The Highest 
Grade File Made 


‘“*The File You Will Eventually Use’’ 
DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 














mmm" WW. ©. Davey & Sons The Only Devers 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 
every piece of goods bearing the DAVEY stamp 






Davey’s 
guarantee 
means 
satisfaction 
or your 
money 


back. 





You are assured you are giving your customers the BEST when you sell them DAVEY’S 
goods. You protect yourself, at the same time, against “kicks” and “‘sore,” dissatisfied trade. 
Try us with a sample order—your others will follow. 


| | O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 








LEIGH H. DAVEY, Presiden : E. S. DAVEY, Secretary Wm. O. DAVEY, Treasurer 
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Get Our Prices 
Before Putting in 
Your Stock Order 
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Engineers’ 
Red Book 
Free for 


+ Asking 
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CALDWELL 
CHAINS 


For Elevating, Conveying and 
Power Transmitting Purposes 


Standard Chains 
Malleable Roller 
Steel Roller 







Ley Bushed 
Steel Ice Chain, 
etc. 


Manu- 
facturers of 
Malleable 
Iron and Steel 
Buckets 


Chilled Rim 
Sprockets 


PULLEYS GEARS 
BEARINGS 


Complete Equipments of Elevating, 
Conveying and Power Trans- 
mitting Machinery 


Let us quote you prices. 


H. W. CALDWELL & SON CO. 


17th Street and Western Avenue Chicago 
50 Church St., New York 711 Main St., Dallas, Tex. 























A Remarkable 
Machine— 


HE utility and convenience of “Toledo” 
Drives for operating geared pipe thread- 
ers and cutters are universally conceded 


by those who have given this remarkable 
machine a trial. 


It increases the efficiency of geared pipe tools 
almost a hundred fold. Takes the place of 
ratchet handle, and attaches or detaches ex 
actly the same and just as easily. It is instantly 
interchangeable and operates tools five times 
faster than by hand. 


If your trade uses geared threaders and cut- 
ters, there is a ripe and potential market for 
the “Toledo” Portable Power Drive. 

\re you fully profiting by its splendid sales 
possibilities in your territory? 


Write us for our new Catalog “F.” 


The Toledo Pipe Threading Machine Co. 
Toledo, Ohio 


New York Office, 50 Church St., New York City. 
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Thread Pipe With a 
Beaver Ratchet 


Its the Easiest 
and Quickest 


Thread 


Pipe 
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So compact as 
» to be held in 
the palm _ of 
} the hand. 







These separate 
Die Heads increase 
the range tos “to 2’ 


‘The New N° Beaver Ratchet 


Now Ready for Delivery 


The New No. 4 Beaver Ratchet is the simplest, lightest and Easiest Working | to 2 inch 
Die Steck made—28 pounds pull threads 2 inch pipe. It consists of only three working 
parts, all fully self protected, and, while not adjustable or self-contained like other Beavers, 
it threads pipe with equal ease. 


No. 4 Beaver is built especially to meet the demand for a Ratchet tool threading | to 2 
inch, to “‘pair-up’’ with the long popular No. 3 Beaver Jr. threading ' to | inch, thus com- 
pleting the ratchet range of 1g to 2 inches. 

The range can be increased to include 7 to 34 inch if desired by dropping in a sepa- 
rate die head—an advantage the trade will instantly appreciate. 

Have you received our latest quotations and literature? 


Pipe Fitters will inquire for quotations and deliveries. The price is right. Immediate 
deliveries are being made. 


The Borden Company 


511 Dana Ave., 
Warren (Trumbull County), Ohio 
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Rope Drives 


With the installation of Medart Rope-Drive connec- 
tions, your power transmission problem is practically 
free from the restrictions of relative shaft positions and 
>MEDART- spacing between shaft centers— Medart Rope Drives 


operate with equal efficiency over almost any distance 


and with shafts placed at any angle. 

G Medart systems are positive in operation, reduce bear- 
ing friction, save wear. Installation and maintenance 
costs are low. 


Rope Drive installations require careful designing to 
nee meet conditions under which they are to operate. 


SHAFTING Specialists in our Engineering Department, who have 


devoted years to the study of rope transmission prob- 

EQUIPMENT lems, will gladly give you the benefit of their expe- 
rience. Their recommendations cost you nothing — do 
not obligate you in any way. 


Send for Catalog No. 26 with Supplement 
No. 1-A and prevalent discount sheets. 


MEDART PATENT PULLEY COMPANY 
General Offices and Works: St. Louis, U.S. A. 




































































Office and Warehouse: Cincinnati Offices: Chicago and Philadeiphia 
Yerned Weare: sour gem @. | 
a by the well- Soon edart 

Male and Female Fla: 
Pg et = GTS Coupling. mas reseed on Double-brace, ring-clling, peo gg oely Aopen 
aft ends an ‘aced to SY eae 3 
shafting, Bay ectly straight insure’ accurate slign- Drop pe at oy eg eto on'ep 
nt. strong, self Rastuscees” 
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A 48x12 REEVES Pulley driven 
irom a 65-H.P. Engine. In use 
20 years, 


How Long Will it Last? 


When “THE REEVES” Wood Split 
Pulley has been upon the market 100 
years, then we can expect our heirs 
Or successors to be able to judge 
approximately how long a REEVES 
Pulley will last. To determine this 
now is impossible for “THE REEVES” 
Pulley isn’t old enough to base any 
definite opinion. 


There are thousands and thousands 
of “REEVES” Pulleys that have been 
in service 25 years and even 30 years 
that show no appreciable wear and are, 
for all practical purposes, just as re- 
liable as the day they left the factory. 

When a dealer stocks “THE 
REEVES" Pulley, it's a 100 to 1 bet 
that his great grandson will still handle 
“THE REEVES” Pulley; not through 
choice, but through an ever increasing 
demand and popularity. 


REEVES PULLEY COMPANY 


Columbus, Ind. 


Chicago Branch, 
Corner Clinton and Monroe Sts. 
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Jenkins “Diamond Mark” 
What it means to you 


HE Jenkins story is told reg- 

ularly in the Saturday Even- 
ing Post, Literary Digest, and 
more than sixty trade, technical, 
engineering, architectural, indus- 
trial and home owner publica- 
tions—a combined circulation of 
over 3,500,000. 


The superior features of Jenkins 
Valves have been long and forcibly 
presented through publications 
which are directed to fields where 
there are valve buyers—to the pur- 
chasers in your locality. 


To the user, the Jenkins “Dia- 
mond” means a mark of identity 
and a symbol of service—to you it 
means sales directed to your door, 
buyers who come to you for gen- 
uine Jenkins “Diamond Marked” 
Valves. 


JENKINS BROS. 


New York Boston Philadelphia Chicago 
Montreal London Havana 


FACTORIES: Bridgeport. Conn.; Elizabeth, N. J.; 
Montreal, Canada, 
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The Clutch Which Makes 
Special Pulleys Unnecessary 


HE Universal Giant Friction Clutch 
is made with an extended sleeve of 
standard diameter so that any pulley, 
gear, rope sheave or sprocket of regu- 
lar dimensions can be used simply by 
slipping it on and keying to place—the 
bore being the same size as the sleeve. 


This is only one of the many ways in which 





QQ CO. 
LINE 


is helping manutacturers and power users 
solve their transmission difficulties—there’s a 
Wood’s appliance for every transmission need. 


For 64 years our attention has been concen- 
trated upon the development and production 
of power transmission appliances to meet 
every condition and usage. 


Write for Special 
Dealer Plan 


If you are a dealer in mill supplies, you will be 
interested in our special Co-operative Dealer 
Plan. Write for details and Catalog No. 55. 


T. B. Wood's Sons Co. 


Chambersburg, Pa. 


Hittin 
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THE HOLLOW CENTER PACKING 


BACKS THE JOBBER 


with 50% profit 


Every box of Ovalhole Hollow Center 
Packing sold by the jobber means 50‘ 
profit on his investment and repeat orders. 


Stimulate your packing business and make your 
packing department pay big returns by selling 
Ovalhole as a leader. Give your salesmen a pack- 
ing to sell that will show you a good margin of 
profit and stay sold. 


Ovalhole Packing is already sold by 125 jobbers 
from Coast to Coast. If you are not already han- 
dling it, write us today. 


We will be glad to send you a supply 
of these little red stickers on request. 


THE HOLLOW CENTER PACKING Co. 


]276 West THIRD STREET 
CLEVELAND, OnIO. 


Canadian Office, 50 Lake St., Toronto. 
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Reliability in O-B Valves 


One of the best evidences of O-B reliability is the general 
use of O-B Valves, by plumbers who have, themselves, 
made enviable reputations. 


That these plumbers—-onee having used O-B Valves 
seldom change, is a reflection of the service they obtain 
from O-B Valves. 


THE OHIO BRASS COMPANY, Mansfield, Ohio 


NEW YORK CHICAGO PHILADELPHIA 
50 Church St. 343 So. Dearborn St 710 Witherspoon Bldg. 


Pacific Coast Agents, Wm. BP. Horn A Co, 
Portland Seattle Los Angeles San Pranecisce 


























EAGLE WELDED STEEL PRODUCTS 


OIL CANS, TORCHES, TALLOW POTS, FILLERS, ETC. 
Highest Class Oilers in the World 
INDESTRUCTiBLE—WILL STAND MORE ABUSE THAN ANY OTHER MAKE—AND NOT LEAK 


Any piece of EAGLE WELDED WARE can be placed 
ver fire and heated to a point at which the metal we nuldl 


EAGLE WELDED STEEL GOODS are positivel inaffected o 
; sie atl meit, vet the WELDED seam would not open This canm 


by heat By our patented WELDING process all seams 





are fused and melted together without the use of a= singk be done with any other similar ware 5 

drop ot brazing compound or soldering flux of any kind Oil containers are frequently placed over fire in order to 

By this litt a! process the two thicknesses of metal thin the oils; EAGLE WELDED WARE is the only make 

actually become one __ piece thus literally donblin its that will absolutely stand this test ae not “he ak. 

strength at the WELDED joint EAGLE WELDED WANE is STRONG wi all other 
makes are Weak, 








WELDED 
BREAST 


Hav y oo\t id Mesvy Moor 
WELDED On 








Soiia ONE PIECE STEEL 
HO0P EXTENDS 44 INCH From BOTTOM 





Sectional Cut Showing Construction 





Write for Catalog and Prices 


EAGLE MANUFACTURING COMPANY 


Largest Oil Can Makers in America WELLSBURG, W. VA. 
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Do the tools you buy last and last until they have paid 
for themselves over and over again? 

Do they give you service day after day until you think 
of them as old friends ? 

The first cost of an inferior tool may be slightly less 
than that of a guaranteed, trade-marked tool, but the 
satisfactory service the PEXTO TOOLS give has made 
the name PEXTO synonymous with QUALITY, SERI- 
ICE and VALUE. 

Pexto Gas Pliers are made to do a man’s job. They 
are exceptionally strong and well made and are fully guar- 
anteed. They are made in a wide variety of sizes. 








Our line of Slip Joint Pliers comprises thirteen different 
styles, covering every design used by Plumbers, Mechanics 
and Automobilists. They are furnished in Gun Barrel or 
Nickel Plate and like all of our trade-marked tools, are 
euaranteed. 





Look for the Pexto Oval on every tool you buy. Tt ts our 
mark of responsibility and your guarantee of quality. 








WORTH WHILE TOOLS 


THE PECK ,STOW & WILCOX Co. 


Southington Connecticut ,U.S.A. 
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Supply Houses We could not 
improve our belts— 
SO we improved 


ALBANY our service 


Anniversary Week Heretofore all shipments of 


Carton Beltings have been 

made from our factory in Bos- 
October 3rd to 8th ; ton. To facilitate deliveries to 
our distributors west of Buf- 
Are you one of them? falo, we have opened a fully 
stocked warehouse at 1965 
West Pershing Road, Chicago, 
from which deliveries will be 
made promptly. Orders may 


be sent direct to the Chicago 
To mark the occasion, Albany Dealers the address. 


all over the country will celebrate 


\Ibany Grease is 54 years yvoung—a lively 
factor today as always—admittedly the best 


cup grease, and Ieast expensive to use. 


country over, are featuring Albany Grease in 
their window displays, and are preparing for 
the extra business of that week. 

. Five Brands— 
If vou are one of them let us extend our thanks i 

for your cordial cooperation, a complete line 
of Fabric Belting 


for Dealers 


Distributors of Carton Beltings 
have the advantage of five dis- 
tinct types of belts, each a high 
grade belt made for a special 
purpose. Not one is a compe- 












OCTOBER 1921 



























A MARK ~ ; ae 
Known and respect- 243 |4'5'6/7 z tition belt. They are 
ed around the World | , 
since 1868 for fair 2 | 1 | | 14 15 
a er ne pgp 6/17 | 18 | 19 20) 21 22 AZAK solid fabric. The highest quality of 
€ ( F an i- | | | ing 
excelled service 23) 24! 25' 26 27 28 29 woven belting. 
30 31 | | { CARTON Canvas. A 23-year old belt and 
going stronger every year. 
CARZAK—a black belt, adapted specially for 
elevating and conveying service. 
Chis reminder in all Albany Grease advertising will WILTRAC endless tractor belt. Every trac- 
focus attention on extra sales effort tor buyer a prospect. Made flexible 
: to run over small pulleys. 
Your dealer is celebrating it. Ask him for your CARTON tthresher, retains its flexibility. 


Greatly desired by threshermen. On 
the market over 20 years. 


souvenir grease cup. Tell him what size you want. 
We hope you have provided an ample stock to take 
care of the extra sales of Albany Grease this week. 
If you have been thinking of putting in the Albany Write for details of our 
Line—this is the time to start. 


Protected Agency Proposition 





Have you sent to the company for material for your 
window display? Do so today. 


ADAM COOK’S SONS CARTON BELTING COMPANY 


ESTABLISHED 1899 


52 Everett St., Allston District, 


708 Washington Street New York BOSTON. MASS. 


Established 1868 -110 
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ck your Judgment 


Sign Up for a COLUMN ~ UNIT Catalog 


Thousands of pages are standing in type, 
clean-cut and up-to-date 


Having read our previous advertisements, You have noted how convenient the 
your judgment should tell you that Conunn(#|Unt Catalogs are. how easy they are 
Corum (| Unrr National Standard Size. are a to handle. 


decided advance in presenting catalog in- ; ; 
pia ee You have found that our improved method 


formation. ; an Ag 
of compiling has very materially reduced 


You have made the comparison with other the amount of space needed to cover your 
types of catalogs. line. 


You have figured what this saving amounts 


You have observed that Coummf)Unr pages 2 one 
a to in reduced mailing cost. 


are divided into columns and you under- 


stand the advantage of being free to select You have placed yourself in the position of 
your catalog by columns instead of pages. the man who buys his supplies from you 
thus eliminating from its pages material of and have looked at the situation from his 
no interest to your trade. point of view. 


And you can see why the buyer of supplies 
prefers Conunn (| Unit Catalogs. then, BACK 
itself with its own illustration, description YOUR JUDGMENT, SIGN UP FOR A 
and list. Covunn (#) Unit CATFALOG. 


You have noted the clear, concise sales 
descriptions and that each item stands by 


Column Unit Catalogs are made in the National Standard Size, 744x10% 
inches, trimmed page, recommended by the National Association of 
Purchasing Agents and various other organizations. 


Write for estimate stating number of pages and quantity catalogs wanted, to 


Wynkoop Hallenbeck Crawford Co. 


Printers—Trade Catalog Publishers—Binders 
80 Lafayette Street New York, N. Y. 
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a Stranger to Nobody 


An executive came across 
an old memorandum writ- 
ten years ago by asalesman. 
It read: “I am gradually ac- 
quainting this prospect 
with the character of our 
house and its goods.” 


Advertising does just such 
missionary work today — 
steady, consistent advertis- 
ing covering many fields 
for years and years. 


Goodrich Advertising has 
beena familiar facein many 
mediums in every worth- 
while industrial field for 
more than a decade. It 
makes it easier for you to 
sell Goodrich Mechanical 
Rubber Goods. The maker 


is known. The inherent 
sales resistance to “buying 
the unknown”’ has been 
swept away. [he products 
must be good otherwise 
Goodrich wouldn’t invest 
so much money telling 
people about them—thus 
the prospect unconsciously 
figures. 


Make Goodrich Belting, 
Hoseand Packing the back- 


bone of your jobbing line. 


Get the tangible benefits of 
thisadvance agent—Good- 
rich Advertising. For the 
better known your goods, 
the easier the sales—and 
the greater the business. 


THE B. F. GOODRICH RUBBER COMPANY, AKRON, OHIO 


Goodrich 
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Belting «Hose - Packing 

















Buffalo’’ Glass Body 
Cylinder Oil Pump 





**Felthousen’’ Hand Oil 
Pump 
Capacities, }; to 3 pints, 
brass or glass body 





** Sherwood’’ 
Grease Cup 








Have you received a 
copy of the Sherwood 
Book ? It is well worth 
reading. 

Write your name and 
address on the margin 
of this page. Forward it 
to us, and we will send 
the Sherwood Book to 
you by return mail. 











**Engineers’ Favorite’’ Flue Cleaner 


“Engineers Favorite’ 
Is Also the 


Jobbers’ Favorite 


Because it makes satisfied customers, the 
‘Engineers’ Favorite” is not only stocked but 
sold by leading jobbers and dealers everywhere. 


For 35 years the “Engineers’ Favorite” has been 
recognized as the standard flue cleaner for tubu- 
lar boilers—and today dealers are building up a 
profitable business on this superior flue cleaner 
which is built to stand up under hard usage—to 
withstand the wear and tear to which a flue 
cleaner is subjected. 


Then, too, the ‘Engineers’ Favorite” is guaran- 
teed by the Sherwood Manufacturing Company 
—and while every scraper is thoroughly inspected 
and carefully tested we will replace any part 
found defective after being sold by the dealer. 


If you are not carrying the “Engineers’ Favorite’”’ 
in stock, we will gladly send you complete in- 
formation, as well as facts regarding the manner 
in which Sherwood cooperates with dealers and 
offers them real sales-building assistance. 


SHERWOOD MANUFACTURING COMPANY 


BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. 


(24) 








‘* Sherwood’ Screw 
Feed Grease Cup 





**Felthousen’’ Glass 
Body Hand Cylinder 
Oil Pump 





Gravity 
Oil Cup 





‘* Niagara’ 
Plain 
Grease Cup 





Sight-Feed 
Oil Cup 
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The Effect of 
Sca/e orr Pipe 


% wie Bees 


 Welding- iad on 
Ordinary Pipe 


Accelerates corrosion 

Reduces working capacity 

Produces friction losses 

Prevents good galvanizing coat- 
ings 

Clogs delicate apparatus 








: _- “NATIONAL” Welding- 
\ SCALE FREE Pipe 


Minimizes corrosive tendencies 

Gives full working capacity 

Minimizes friction losses 

Good base for galvanizing coat- 
ings 

No loose scale to clog apparatus 


“NATIONAL” Welding-SSCALE FREE Pipe is made by a process whereby the heavy 
mill scale, or welding-scale, which forms during manufacture is removed, leaving the pipe 
surfaces clean and smooth. ALL “NATIONAL” butt-weld pipe (sizes '/2 to 3-inch) is 


made by this process. 


Ask for “National” Bulletin No. 7 MANUFACTURE AND ADVANTAGES OF 
“NATIONAL” WELDING-SCALE FREE PIPE 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 


Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis St. Paul 
PACIFIC ( OAS" T REPRESENTATIVES: U. S. Steel Products Company San Francisco Los Angeles Portland Seattle 
EXPORT REPRESENTATIVES: U. S. Steel Products Company New York City 
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ALEXANDER AND THE PULLEY 


ALENANDER LEATITER BELTING works in full 
co-operation with the pulley. This belt is so built that it 
binds down over the entire pulley face, gripping rims 


as well as the crown, eliminating pulley slippage. 


ALENANDER BROUTHIERS 
AI PHILADELPHIA 


El 





HE HI 


N } 


GH M 


New Yor! ( hicago (greensbor (Greenville 














What’s Bred In the Factory Is 
Eventually Told On the Motor 


We aspire to make the finest motor pulley in the world. 
So we pay the price in material and workmanship to do it. 


Each LIMESTONE motor pulley is twice inspected and 


checked. Each one is 100° before it leaves us. 


Such quality coupled with LIMESTONE’S unprecedented 
twenty-four hour shipment of both stock and special sizes 


is building up a reputation and volume of business that 





the discriminating dealer cannot afford to ignore. 


The Ohio Valley Pulley Works 


Incorporated 


MAYSVILLE, KY., U. S. A. 
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| AN INDEPENDENT MONTHLY JOURNAL DEVOTED TO THE INTERESTS OF THE | 
JOBBERS AND MANUFACTURERS OF MILL. STEAM, MINE AND MACHINERY SUPPLIES it 5 
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REFLECTED CONDITIONS 

Mint Suppiies held a mirror up to business. Its 
survey by mail of approximately four thousand 
houses in the United States distributing mill, mine, 
steam, plumbing and heating supplies, machinery 
and tools was that mirror. The reports from these 
houses is the reflection. This reflection is true of 
conditions in all industries throughout the eoun 
try. The reflection is vivid. 

Some of the questions asked were: What is the 
amount of your capital stock? What is the aver- 
age value of vour supplies in stock? How many 
salesmen do you employ? How many times does 
your stock average to turn over annually? What 
was the total of vour sales during 1920? Is busi- 
ness improving? Are you carrying an average 
stock? How did you cut vour overhead? 

The first hundred houses reporting with suffi- 
cient definiteness to serve as guides, show: An 
average capitalization of $259,200, or a total eap- 
italization for the 4,000 of $1,036,800,000; an 
average value of stock carried of $153,840, indi 


follows: Total capitalization, $23,930,718, an 
average of $299,133; total value of supplies in 
stock, $14,922,600, an average of $187,800; total 
salesmen employed, 720, an average of nine sales- 
men to a house; average stock turnover four 
times, indicating total annual sales of $59,690,400, 
an average of $746,130. Considering that there 
are approximately 2,780 mill supply dealers in 
the United States, the following deductions can 
he made: Mill supply dealers have a total eapital- 
ization of $831,589,740; the stock carried by these 
houses has a total value of $522,084,000; 25,020 
salesmen are emploved; annual sales total $2,074,- 
241,400. 

Seventy percent of these houses reporting are 
now carrying an average stock, 60 percent have 
noticed an improvement in business, and approxi- 
mately 70 percent have cut their overhead by vari- 
ous methods. The value of the distributor to the 
manufacturers of mill supplies was never more 
clearly proved than in the revelations of this 
survey. 

If the conditions reflected by these industries 
surveyed reflect also the conditions in all indus- 
tries, and Mitt Suppiies is of the opinion that 
they do, then business is slowly but surely 
improving. This opinion is strengthened by the 
result of the survey of 65 cities throughout the 
United States by the national department of labor 
for August. Of these cities surveved 38 reported 
more and 27 fewer men employed in August than 
in July, the total increase amounting to 16,269 
men. Furthering the strengthening of this 
opinion are the distinetly encouraging monthly 
reports of business conditions issued by the Chi- 
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cago, New York, and Kansas City federal reserve 
banks for September. 

It is tradition that the situation of the steel and 
iron industry is the best barometer of general 
business conditions. If this holds good, business 
and industry are on the eve of better days. Pro- 
duction of iron during August showed an increase 
for the first time in nine months, or since last 
October. 

These reflections are not startlingly bright, but 
it was just such improvement in industry after 
periods of depression in the past that foreshad- 
owed subsequent general recovery in business. 





WHAT IS A RIGHT PRICE? 

Many men and many industrial chiefs have lost 
sleep in trying to determine the right price to 
place on their services or on a product to be 
offered to the public. It has been left to Benja- 
min M. Anderson, an economic expert with the 
Chase National Bank of New York, to give an 
answer that cannot be successfully assailed. The 
right price, he declares, is that price that will 
move the goods. Whether you are offering to the 
prospective purchaser a year of your time, a tur- 
ret lathe, a line of valves or a bungalow, the 
answer is the same—the price that will induce 
the prospect to buy is the right price. Mr. 
Anderson contended that the question was eco- 
nomic, not moral, regardless of whether or not 
sacrifices had to be made by the seller. 

Right wage scales can only be determined by 
being fixed at a level that results in full employ- 
ment of labor. The building trades are proving 
venerally blind to this fact, apparently preferring 
unemployment or part time work for the many 
while a few secured peak prices. The result is a 
low percentage in production and a consequent 
shortage of homes and _ office buildings, with 
thousands of factories running on reduced time 
with small forees. Mr. Anderson pointed out 
various conditions that retard business revival, 
including prices of manufactured goods that are 
too high as compared with agricultural prices; 
retail prices that have not yielded sufficiently to 
the downward trend in wholesale prices; building 
material prices that are too high because of com- 
hines and other unjustifiable factors; steel prices, 
wages in building trades and on the railroads: 
railroad rates on certain classes of products. 
When these conditions are corrected, and only 
then, will business find itself back to normal. 





EXCESS PROFITS TAXES. 

That political assurances mean nothing is evi- 
denced by the action of congress in failing to 
keep administration promises to relieve industry 
from the burdensome and unfair excess profits 
taxes. Up to a very recent date there was every 
reason to believe this drain on business would be 
removed, the changed law to be retroactive to 
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January 1, 1921. Business men and corporations 
are in no position to pay the taxes that are to be 
assessed for 1921 under the new revenue bill. 

One thing in particular that gives a business 
man a pain is the lack of consideration given by 
congress to the vast sums now being collected as 
excess payments on account of income returns for 
1917 to 1920, inclusive. It has been stated, and 
from Washington, too, that these payments will 
eventually amount to more than a billion and a 
half of dollars. The internal revenue depart- 
ment has been slow in pressing these claims dur- 
ing the past seven months, but is again showing 
life, and victims will no doubt have their cases 
closed as fast as the department can reach them. 
It is not recalled that the finance committee of 
either branch of congress ever gave considera- 
tion to the vast sums collected or in process of 
collection as excess payments for the four years 
named. They considered paring a few score of 
millions of dollars here, and adding a few score 
there, but not a word regarding the disposition 
of the fifteen hundred millions of plus money to 
accrue to the national treasury. Secretary 
Mellon, however, did consider it when he advo- 
‘rated the abolition of the excess profits taxes for 
1921, but the finance committees overruled his 
recommendations on this point. Corporations are 
already staggering under the weight of current 
taxation, and where the money is coming from 
to pay the billion and a half of dollars in addition 
neither business men nor professional economists 
can say. 





ARE UNIONS TO GO? 

Labor leaders all over the country in explana- 
tion of high prices, low wages, and unemployment 
are contending that ‘‘Capital’’ has banded 
together to rid industry of the labor union. That 
their contention is not entirely without foundation 
is witnessed by the recent transition of the pack- 
ing industry throughout the country from the 
closed shop to the open shop, the alleged stand 
taken by the railroads in preparation for a fight 
for the open shop, and the decision of Chicago 
employers in the building industry to go outside 
of Chicago for nonunion carpenters in the event 
that the union carpenters there refuse to abide by 
the recent Landis decision and accept the wage 
cut of from $1.25 to $1.00 an hour provided for 
therein. 

Whether or not ‘‘Capital’’ has eombined to 
abolish the labor union in industry, this fact is 
very apparent—the general public has become 
satiated with the endless bickerings of union men 
and labor union leaders with employers, plus their 
factional disputes, and the Federal government 
will not tolerate the shedding of human blood and 
the taking of human life in labor wars. 

If the attitude of the general public may be 
expressed by one man, a worker, and in this 
instance it is believed it may, the following state- 
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ment may be considered as sentiment typical of 
many others: ‘‘l have laid brick and would be 
glad of a chance to lay some more, or plaster ceil- 
ings, for 50 cents an hour. | could live comfort- 
ably through the winter on that. I haven’t had 
any real work since March. I never belonged to 
any labor union, but have always been in sympa- 
thy with them until lately. I’ll starve now before 
I’d ever join.’’ 

When times were ‘‘soft’? and there was an 
abundance of ‘‘easy money,’’? when there was 
work to be done—work that simply had to be done 
at any price, the labor unions waxed fat. Con- 
verts were easy to get. At that time the govern- 
ment tolerated an appreciable amount of profit- 
eering both by capital and labor, and the general 
public justified the wrongs of one by the wrongs 
of the other. Now things have changed. The 
government no longer tolerates excessive profit. 
eering by capitalists, and the general public has 
nothing by which to justify the holdup policies of 
certain labor unions. Moreover, the unions them- 
selves are finding it ever harder to extraet an 
initial payment of from $100 to $500) from 
prospective members. 

The labor union’s most effective weapon, the 
strike, is being rendered ineffective as unemploy- 
ment manifests itself in organized and unorgan- 
ized trades. .\ former traveling salesman out of 
a job finds that he can sell his services as a car- 
penter, a teamster, or a bricklayer; he has never 
hetore had to pay a premium on his ability to sell 
goods nor is he inclined to pay a premium on his 
ability to sell his services. A union bricklayer, 
plumber, or carpenter who has not worked for 
months because contractors have refused to build 
hbeeause of excessive costs of labor and materials, 
is not in the mood to remain out of work volun- 
tarily and go out on strike merely because some 
labor leader tells him to. 

Who are these labor leaders anyway? Are they 
clean thinkers?) Horny hand toilers?) Or are they 
soft palmed handshakers grown corpulent as 
leeches and as useless? What has the labor union 
really accomplished? Tas it brought about any- 
thing that has not been equaled by collective bar 
gaining on an open shop basis? These are the 
questions being asked by the general public, the 
government, and union men themselves. Labor 
organizations must hereafter stand by their con- 
tracts, must win those contracts without blood- 
shed or coercion, and sensibly and readily meet 
the changing conditions as they confront us. 





Wen talking of the coming disarmament con- 
ference it is well to realize that the proposed 
meeting is misnamed. No one is even thinking of 
anything more than a curtailment of armament. 
Hrance is maintaining a vast standing army, and 
despite the financial strain will continue so to do 
until she receives absolute guarantees against 
possible aggression on the part of Germany. 


Reapers of a thousand business periodicals in 
the United States are under great obligations to 
Postmaster General Hays, who has returned sec- 
ond-class mail matter to fast mail service, as 
against the freight train delivery inaugurated by 
Burleson. Condemnation of the latter was fre- 
quent and violent. Press and public might well 
become articulate in appreciation of the blessing 
conferred by Will Hays. 


Jupee Lanxpis, wonderful man that he is, las 
accomplished much in Chicago in not only set- 
tling wage troubles in the building trades, but 
much more in wiping out unjust™and restrictive 
union rules governing overtime and helpers, the 
use of materials, and conditions inciting factional 
fights. While the unions accepted him as arbiter, 
with absolute power, in many cases it was ev1- 
dently with the mental proviso that complete ac- 
ceptance was to be only in case of his decisions 
being in their favor. So strikes are still in vogue, 
and building in Chicago is going on in a half- 
hearted way, with non-union men getting the best 
of it, and the open shop in all building trades fast 
hecoming a probability. 


Mec more than a billion dollars is to be de- 
manded of corporations on account of alleged 
under payment of excess profits taxes during the 


. Vears 1917 to 1920, inclusive. Suppose vou arouse 


vourself to this menace and ask your senators 
and representatives in congress as to where and 
how this vast sum figures in the new income tax 
bill now before congress. Politics rather than 
common sense seems to be in the saddle in 
Washington. 


UxemptoymMent of hundreds of thousands of 
men in this country is a serious thing, if the idle 
cannot secure work at a wage that will return to 
them the comforts of life, but when a large pro- 
portion of them are walking the streets because of 
the fact that they demand a sum that the indus 
tries cannot pay, sympathy becomes a cold and 
clammy thing. Chicago carpenters are idle be- 
cause they are not interested in eight dollars a 
day for eight hours work. Ten dollars is the price 
demanded, and the mails are crowded with ap- 
peals for money from all charitable organizations. 


OrGaNIzED railroad employees may decide in 
favor of a walkout. What such a mceve would 
mean to our struggling industries can easily be 
seen by a review of the recent coal strike and 
attendant threatened railroad strike in England. 
There the government interferred. Here the 
government would also undoubtedly interfere. 
We've had enough governmental interference in 
business. Fortunately labor leaders feel that a 
walkout at this time would be disastrous. They're 
right. The chances are if the railroad men 
walked out the public would let them walk. 
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Advertising as a Means to Closer Cooperation 


Manufacturers 


of Mill Supplies 


Can Aid Distributors and 


Distributors Can Aid Themselves and Manufacturers to Advertise 


Much has been done by the manufacturer of mill 
supplies to help dealers dispose of their goods, and 
there are many mill supply dealers who have rendered 
manufacturers invaluable service in making a market 
for the latter’s product. There are a few points on 


this topic that may well be considered at this time 
when both manufacturers and distributors of mill sup 
plics are getting ready to take advantage of the 


revival of business this fall. 

(Of greatest importance among these are the various 
Catalogs, direct 
by mail literature, local advertising, advertising spe 


ways in which they can co-operate. 


cialties, displays at expositions and state fairs, window 
displays, and national advertising all represent media 
through which co-operation can be practiced. 

first there is the most familiar form of jobber 
advertising—the catalog. Nearly every jobber of mill 
supplies issues some kind of a catalog. Some prepare 
permanent catalogs equipped for loose leaf fillers 

Second there is a vast amount of direct by mail mat 
ter that the manufacturer can prepare for his dealers 


n quantity lots, imprinting the various booklets and 
folders with the dealer’s name and address and selling 
to him at cost. This effects a great saving in printing 
costs and should induce the dealer to do more of this 
kind of advertising. 

Third, there are dealers without number who would 
be more than willing to advertise the manufacturers’ 
wares in their local dailies, but have neither the time 
nor the necessary machinery with which to prepare 
copy and layouts. If the local daily does not furnish 
this kind of service to its clients the dealer is greatly 
handicapped in comparison with his metropolitan 
Here the manufacturer can render invalu 
able service by having his advertising department o1 
the that account dealer 
advertising copy a varicty of sizes. 
Mlectros and matrices can be made of these advertise 
ments, proofs pulled and submitted to the dealers for 
their approval with the understanding that matrices 
or electros will be furnished for any of the advertise 
ments selected. All these advertisements may appear 
over the name of the manufacturer, with a space left 
for the insertion of the name and address. 
These advertisements may be prepared in series form 
and the cost of this advertising can be paid for cither 
by the dealer or the manufacturer or by both on a 
50-50 or other equitable basis according: to the gov 
cerning circumstances. 


neighbors. 


handles his 
and Jayouts in 


apeney prepare 


dealer's 


Trade conventions, industrial shows, county and 
state fairs offer the dealer an excellent opportunity to 
display his wares. The manufacturer can co-operate 
with his dealer in these instances by helping to pay 
for the dealer’s booth. He can also furnish his dealer 
with sales literature to be handed out to the public 
and samples for display together with posters and 
sign hangers. The manufacturer can also be of serv 
ice to his dealer along these same lines by helping 


him maintain an attractive window display from 
month to month. Window hangers, decalcomaniae, 
and various other window trims can be distributed 


at a low cost and will be a welcome aid to the dealer. 

National advertising, too, may be made to be of 
direct assistance to the local dealer. It is very notice 
able that this possibility is too often overlooked by 


manufacturers who are national advertisers. It may 
be interesting to know that in a recent Issue of a 
publication of national circulation there were 100 


advertisements of manufactured products. Of these, 
12 said nothing about how or where to obtain the 
goods advertised. In 20 advertisements some remark 
was made to direct the sale through a local distribu 
tor, such as “At All Druggists.” In only 48 was there 
some coupon or statement which said in substance, 
“Write to us.” How easy it would be for a manu- 
facturer to list the names and addresses of his local 
dealers just below his advertisements in local news- 
paper copy, or to make the statement in his national 
magazine advertising that the name and address of 
the nearest dealer will be furnished on request to the 
reader who is interested. 

Under the head of national advertising comes tech- 
nical and trade journal advertising. Through the use 
of these mediums the manufacturer can render his 
dealers invaluable service. Technical and trade jour 
nals have what is known as “class” circulation. They 
are read by those particularly interested in the goods 
advertised, and if inquiries are directed through the 
local jobber almost immediate sales result. The adver 
tiser’s dealer can work in accord with this 
advertising by calling his prospect’s attention to 1t or 
by having reproductions of these advertisements made 
and mailed to customers in his territory. 


close 


Now, how can the dealer aid the manufacturer in 
making his publicity effective, and how can be help 
himself in this respect? The answer in every instance 
lies in whole-hearted co-operation. For example, when 
a dealer is getting ready to compile a catalog, the 
surest way of enlisting the aid of the manufacturers 
of the various articles he handles is to let him know 
that a catalog is in the making. 

When a dealer desires to circulate direct by mail 
matter on certain items he handles, let him communi 
cate with the manufacturers of these items. Let him 
inquire if the manufacturer has any literature on these 
items, folders, ete., and if he has, if it could be im- 
printed with the dealer’s name and address. Possibly 
the manufacturer has facilities for sending out form 
letters and direct by mail matter that would save the 
dealer money if taken advantage of. In this event 
the dealer can send the manufacturer the list of names 
he wants circularized, and the manufacturer can do 
the rest, billing the dealer at cost for work done and 
for postage used. 

The local dealer is in a better position, too, to judge 
the advisability of using local newspaper advertising, 
and can advise the manufacturer of his opinion on the 
subject. 

Summing up the entire issue, one finds that co- 
operation is the surest means by which a manufacturer 
can help his dealers in advertising, and dealers help 
themselves and the manufacturers of the goods they 
handle. 
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Survey of Four Thousand 
Typical Supply Houses 


Fabulations Reveal a Total Capitalisation of §1,030,S00,000, With Stocks lalued 
at $015,260,000, and Annual Purchases Totaling $2,461,440,000 —In the Mill 
Supply Field Alone, 2.780 Houses with a Capital of $831,580,7 10, Carrying Stock 


lvalued at $522.08j,000, Hlave an Annual Turnover Totaling $2.07 4.2)1,000. 


\ survey by mail of approximately four thousand 
houses in the United States distributing mill, mine, steam, 
plumbing and heating supphes, machinery and tools 1s 
being made by the Crawford Publishing Co., for the 1922 
edition of Engineering Directory. The questionnaire calls 
for facts as to officers, buvers, capitalization, average 
amount of stock carried, annual turnover, number of 
salesmen employed, territory covered, inventory method, 
branch houses, methods emploved in cutting down over 
head, and a query under date of early September as to 
whether or not business had improved. 

Mitt Suppiits has before it the first few hundred 
returns from all classes of distributors above enumer 
ated, and from all sections of the United States. The 
replies are of unusual interest, because to an extraor 
dinary degree they reflect conditions in all industries. It 
is our belief that the first one hundred replies that give 
sufficient detail to form a satisfactory base, fairly reflect 
conditions throughout the country, with this reservation 

those who reply promptly and with freedom are of the 
better grade and greater financial strength. If this 
assumption is correct, our averages as compiled from the 
hundred replies under survey will be higher than the 
averages would be from the four thousand distributing 
houses, if all rephed, and all gave a reasonable amount 
of detail. 

In sending out the inquiry the company assured the 
recipients that all replies would be treated as confidential, 
being intended for “massed” information only. The big- 
ger and broader the executive, the more complete the 
information given. 

The survey reveals that business is slowly but surely 
improving. That is the most important fact. Out of the 
hundred reporting, 20 failed to answer the question as 
to business improvement, 25 declared there was no 
improvement, and 55 said business had changed for the 
better. Thus more than 68 percent reporting had experi- 
enced a betterment in industrial conditions. This is in 
line with the survey of the national department of labor 
for August. 

Of the 65 cities surveyed, 38 reported more and 27 
fewer men employed in August than in July. In all, 1,428 
firms each usually employing more than 500 workers, or 
a total of 1,600,000, were comprised in the survey. On 
August 31, these 1,428 firms had 16,269 more employes 
on their pay rolls than they carried on July 31. 


The greatest change is found in the marked increase 
in building operations, .\ugust permits recording the 
greatest volume numerically and in dollars seen since the 
beginning of the great war. The increase in the market 
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price of cotton of more than eig 


it cents a pound has 
changed the southern states trom a region of business 


prosperity. 


gloom and frozen credits to a land of hopeful 
The increase in the value of all grains has also added 
hundreds of millions of dollars to the purchasing powe 
of the farmer everywhere. 

Now as to other facts obtained from the survey. It 
shows an average capitalization of $259,200, or a total 
capitalization for the 4,000 of $1,036,800,000, The 
average value of stock carried by &7 of the selected 100 
houses reporting is $153,840, indicating a total of $615, 
360,000, invested in stock by the 4,000. The average 
turnover of 60 percent of the houses reporting is four 
times a year. ‘Vaking this number as a fair annual turn 
over we may assume that the total value of stock pur 
chased by the 4,000 houses during a twelve month period 
is $2,461,440,000. The same result is arrived at in tabu 
lating returns from 75 companies reporting average sales 
for 1920 of $615,300, or a total for the 4,000 houses of 
$2,461,440,000. Of the 83 houses reporting on the amount 
of stock carried, 61 replied that they were carrying aver 
age stocks, while 22 reported stocks below an average. 
These figures indicate that 75 percent are keeping their 
lines up. 

Of 58 houses reporting on their cost of overhead, 44 
replied that it had been cut, and 14 stated they had made 
no attempt to reduce overhead. One house reported that 
its overhead increased after it had cut its number of 
employes and salaries. Of the 44 houses whose overhead 
had been cut, 16 had cut salaries, 27 had reduced the 
number of employes, 10 had made a saving by increasing 
production and 14 gave no detail regarding method. 
Twenty-five percent of the houses cutting down overhead 
reduced the salaries as well as the number of employes. 

Kighty typical houses doing a purely mill supply 
business, reported as follows: The total capitalization of 
these 80 houses was $23,930,718, or an average of $299, 
133; the value of supplies in stock totaled $14,922,600, 
which represents an average stock of $187,800 for each 
house. These houses employ 720 salesmen, or an average 
of nine salesmen to a house. These houses had an average 


stock turnover of four times a vear, which indicates a 

















total of $59,690,400 worth of goods purchased annually 
by these houses, an average of $746,130. 

lhe total number of salesmen employed by 88 of the 
houses reporting is 616, or an average of seven salesmen 
to a house. This number represents both traveling and 
city salesmen, and for the 4,000 houses would indicate a 
total of 28,000 salesmen employed. 

Reports from 53, or over 71 percent of the 77 houses 
reporting indicate that they do not keep a perpetual inven 
ory. 

Sixty percent of these houses reported an improvement 
in business, and 70 percent are now carrying an average 
stock. Approximately 70 percent have cut their overhead 


by various methods. Some of these houses cut overhead 
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by increasing the sales force, thus cutting cost of opera- 
tion. Of the houses reporting, only 30 percent maintain 
a perpetual inventory. 

Taking the above figures as representative of the 
average mill supply dealer, and considering that there 
are approximately 2,780 of these dealers in the United 
States, one can make the following deductions: That the 
total capitalization of mill supply dealers in the United 
States is approximately $831,589,740; that the total stock 
carried by these houses is valued at $522,084,00; that 
25,020 salesmen are emploved ; that the annual sales total 
$2,074,241,400. Stupendous’ Yes. Truly the mill supply 
dealer is an important figure in the industrial life of 


this country. 


Rapid Turnover Profitable 


Business Aided and Losses Avoided by Moving Stock Quickly 


The advantages of rapid turnover in business are 
brought out vividly in an illustrated booklet just 
issued by the domestic distribution department of the 
Chamber of Commerce of the United States. This 
fundamental principle of merchandising is emphasized 
in connection with a suggested plan of stock control 
records designed to reduce waste and losses due to 
slow movement of goods. 

The department calls attention to seven separate 
directions in which losses may occur when merchan- 
dise is not turned over as rapidly as it might be. 
These are in investment, interest, mark-down, sal 
aries and wages, shelf and storage room, prestige and 
reputation and inefficiency. Taking up these elements 
of loss in detail the booklet says: 

“Invested money is the source of profit which in 
turn depends upon the amount of goods in stock and 
upon the length of time which these goods are carried. 
It is evident that to double the turnover comes to 
the same thing as doubling the amount of stock with 
out increasing the investment. Or, vice versa, one 
half as many turnovers results in doubling the amount 
of money invested for the same quantity of goods. 

“Interest must be paid upon all borrowed money 
and most merchants are borrowers. If the turnover 
is reduced from a period of six months to one of three 
months the interest on a given loan is reduced in the 
same proportion. 

“Salaries and wages must be included because every 
operation in every establishment costs something. 
When an unprofitable operation is performed it repre 
sents a loss. Roughly these losses are due to waste of 
time by management in reaching decisions as to when 
and what mark-downs are to take place, waste of time 
by sales force, rewriting tickets, rearranging goods for 
mark-down sales. 

“Shelf or storage room is a definite part of the 
expense of doing business: and that portion which 1s 
devoted to slow-selling merchandise is wasted. 

“Prestige-Reputation—for the high character of 
merchandise is sought by most stores. There is a 
distinct waste measureable in dollars and cents when 
the reputation of an establishment is lowered by 
inferior voods. 


“Inefficiency always results in waste. The buyer 


whose judgment often is wrong usually makes the 
mistakes from lack of knowledge as to the stock and 
the speed or slowness with which it is moving. Fre 
quent mistakes cause uncertainty in the mind of the 
one who makes them and tend to worse errors as time 
goes on unless some measures are taken to make them 
improbable. 

“There is just one method of reducing this waste 
to a minimum,” says the booklet, “that is through 
records of purchases and sales which can be consulted 
at any moment; which will give a complete picture 
of the situation as it changes from weck to week, from 
day to day, even from hour to hour if that be desirable ; 
and which will supply the knowledge for immediat« 
additional purchases, for mark-downs, or for any other 
change in handling the stock.” 

The booklet gives two graphs, one of which illus 
trates a form of control card record that has been 
successfully used. 

“In a certain establishment the direct cost of this 
method of stock control,” says the booklet, “has 
amounted to less than one percent of the selling price. 
Yet it has increased the turnover considerably in all 
of the departments where it has been applied; and 
in the department where it was first installed the turn 
over has nearly doubled while the mark-down wastes 
have been more than cut in two. Not only has the 
number of turnovers increased but also the amount 
of merchandise sold in each turnover. Errors in the 
judgment of buyers have been made less probable in 
the future as the causes and kind of errors have been 
made clear. last, but not least, a record of the re 
marks by customers shows the enhanced reputation 
of the stock.” 

The department urges the division of an establish- 
ment into departments as a means of making the keep- 
ing of records easier. Copies of the booklet may be 
had by application to the Chamber of Commerce of 
the United States at Washington. 

tor 


New Firm Name Announced 
At a recent meeting of the stockholders: of the 
Batterman-Truitt Company, Chicago, the firm name 
was changed to Autovent Fan & Blower Co. No 
change has been made in its management or personnel. 
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Letting Down Territorial Bars to Increase Sales 


How the District Sales Manager Converted the Mill Supply 
House President, Sold the Dealers and Put His Unique Plan Across 


Kx. H. 


The arguments for and against letting down terri 
torial bars to dealers, as told in the September issue 
of MILL SuppLirs, were continued at the president’s 
club, where the district sales manager and the presi 
dent of the mill supply jobbing had repaired to discuss 
the question, are a matter of history. Let it suffice 
that the president was convinced that the plan was 
worthy of consideration and he decided to give it a 
trial. 

One month after the district sales manager had won 
over the president to the experimental plan of sub- 
stituting territorial grouping of dealers for the old 
method of hard-and-fast individual territory contracts, 
he began the actual work of selling the idea to the 
dealers. 

Leading up to that point, though, he had, as he 
privately told his crony, the service engineer, “the 
devil's own time” trying to convince his chief that 
the old boundary regulations were a decided hindrance 
to sales, and had been for years, in that they had 
been keeping business from certain dealers who were 
on especially friendly terms with persons in another 
dealer’s territory, these dealers being barred from 


soliciting by the individual territory contract. Some- 
times, he had shown, a former customer, who had 


happened to “sour on” the house’s dealer in a terri- 
tory, would throw his orders to a competing firm 
because, owing to the individual contract, he could 
not buy the goods from anyone else without having 
to go out of the territory to get them. 

“This condition bothered me so,” the district sales 
manager told the service engineer, “that for a time I 


laid awake nights. trying to devise some means of 


getting 
powers 


around these contracts, or of inducing the¢ 
that be so to amend them that we could 
get the business that was ours by right, but which 
was slipping steadily to an alert competitor, who had 
seen how the land lay and was taking advantage 
of it. 

“Then | conceived the idea of motoring out over 
portions of the territory within a 250-mile radius on 
Sundays,” said the sales manager. “This primed me 
with the facts on topographical situations, such as 
localities in which the hampering boundaries could 
be ripped out to advantage. I knew that by adsorbing 
very complete knowledge of near territory, I could 
size up general territorial conditions better and 
appreciate the obstacles with which hampered dealers 
had to contend. J made surveys and I would return 
home and map out plans at my desk, on the dining 
room table, or wherever I happened to be, using up 
the children’s school pencils until my wife told me 
I was a nuisance. 

“One Sunday night, after I had returned from an 
exhaustive and exhausting motor tour over dealers’ 
territories, I] saw in a flash that there were entirely 
too many boundary lines. This had been forcibly 
brought to my attention by the conditions prevailing 
in two adjoining counties. 


“In mapping out the territory for dealers in thes 
two counties, one county line had been followed in 
such a way as to leave high and dry from solicitation 
in two directions some particularly promising fields. 
[ don’t know how the territory happened to be mapped 
out in this way—it was before my time when it was 
done, and it wasn’t nearly so noticeable on a map as 
it was when the ground actually had been traversed 
ina motor car. Anyhow, there it was, and two dealers 
were prevented from crossing fool boundary lines to 
get at a good nest of prospects. 

“That decided me. I doped out how the boundaries 
could be ripped away and how, if a group of dealers, 
to a territory, instead of a few dealers with a fence 
around them, were substituted, more business would 
be obtainable. This would mean, of course, a search 
for more dealers, at the start, as well as a hunt for 
prospects for dealers. I planned to group from two to 
three counties to a territory. 

“So I got the president’s ear, unwilling though it 
seemed at first to be, popped the little flea of unrest 
into it and gained his not over-eager consent to try 
my group plan, with enlarged territory and fewer 
boundaries.” 

In selling his idea to the dealers, the district sales 
manager decided to take them one at a time, as he 
wanted their honest, individual opinions and did not 
intend to be heckled by a few who might get up “mob 
courage” to embarass him under cover of numbers. 

Some dealers he had come to see him and some he 
found it more expedient to call upon. He explained in 
full the advantages that would accrue to them individ- 
ually and to the house from “vicinity contracts,” 
instead of the old individual contracts, and he courted 
constructive objections. None worth while were 
forthcoming, somewhat to his surprise. It seems 
more of them than he had imagined had felt the bonds 
of the individual contract restrictions, and were ready 
to try the idea of which he was the pioneer. Henry 
Ford, it will be remembered, leaped from individual! 
territory to no territory at all, or everybody’s terri 
tory, without any intermediate, preparatory grade, so 
to speak, as in the case of group zoning. 

Now for the contracts containing the new, or sub 
stitute clauses. In his district he found that by mak- 
ing seven groupings of dealers, as against thirty-fiv: 
former territories, which, of course, meant thirty-five 
dealers, he would have, under the new plan fifty 
dealers, or a gain of fifteen. As he desired to find out 
how the dealers felt after they had held the conference 
with him, individually, to be sure of no retrogression 
from the plan, when he mailed the contracts, he 
enclosed a letter to each, reminding them of the inter- 
view and calling attention to the changed contract. 

One point in the new contract was that while it 
was stipulated that one dealer could not solicit by 
mail or in person or in any other way in another town 
where another dealer was situated, any dealer in the 
group could sell under any other circumstances. 
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Under this plan, a customer who had become 
unfriendly with a dealer in his town, could purchase 
the same goods of another dealer in the same group 
territory and need not give his order to a dealer 
handling the lines of a rival concern. In other words, 
unfriendliness toward the sole dealer in the dealer’s 
“home town” no longer would beget an unfriendly 
attitude to the goods put out by the house. 

\ few weeks following the signing of the contracts, 
a “warning” letter, in a friendly spirit, was sent out 
by the district sales manager, reminding them that 
cutting prices would not be tolerated. 

It was decided to send such a letter to cach dealer, 
because of the fears of the president that price cutting 
might be fostered by a few of the weaker ones under 
the group territory plan. In fact, this was the presi 
dent’s sole unshaken objection to the sales manager’s 
idea at the time the latter took up actual work on 
his plan. 

“Where there are more than two dealers in a zone,” 
the president had said to the district sales manager, 
“and when the third dealer is a weak one, | fear he 
will start to cut prices to save his business.” 

“Then we shall have to tell him, pronto, that his 
little house of ecards will tumble about his 
retorted the sales manager. “We can't hit softly when 
dealing with birds of that hey aren't worth 
while, anyway.” 

“My dear chap.” the president had remarked depre- 
catingly, “you are mixing vour metaphors most hor 
ribly birds don’t jibe at all. Don’t vou 
believe that there are still some advantages in giving 
a farmer a plat of his own to tend and nurture’ ITs 
everything in favor of the productivity of a farm 
that is worked on shares by the land owner and his 


ca®rs, 


type. 


( ards and 


tenants?” 

“Tf that’s vour lost shot at my 
fort has laughed = the 
manager. 


plan, | know vour 
surrendered,” district sales 

\nd now the time had come for the district sales 
manager to cite the advantages af the plan as it had 
worked out at the end of three months. The two vice 
presidents were on hand, as well as the president and 
the other officials of the house, and there was a scat- 
tering of factory men present, who had become inter- 
ested and who wished to hear the results of the new 
“vicinity contract” plan as thus far evolved. 

“You may cite to these gentlemen, if you will, what 
you believe to be the advantages of the new dealer 
methods with which we have been-—ah---experiment 
ing,” began the president, dangling his eyeglasses. 
“After you have finished, I have a brief statement. 
a very brief statement to make, which I believe will 
ah—interest you all, particularly perhaps, our honored 
euests who make things for us to distribute and for 
our dealers to supply to the customer.” And the 
sales manager said: 

“Our president has asked me to state advantages 
that have accrued to our business since we put into 
operation here our new dealer methods, the basic prin- 
ciple of which is the breaking down of the old, ham- 
pering restrictions of individual territory and the 
substitution of groups of dealers to cover the terri- 
tory from which these restrictive barriers have been 
removed. 

“Thus far, to be candid, we have found nothing but 
advantages from the operation of our plan. In the 
first place, the division made necessary the appoint 
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ment of more dealers, which, in turn, meant, of course, 
a more systematic and through ‘combing’ of the field 
covered by the group, for more prospects. 

“This included, too, a renewed ‘attack’ upon those 
who had for long been languishing in our ‘dead pros- 
pect’ file. Many of those were raised Lazarus-like 
from the grave, and our new dealers 
brought about a gratifying number of new prospects 
after we had our extra dealers lined up. 

“But neither our old dealers, nor our new ones have 
been satished with mere ‘prospects. They made 
sales; they had to, under the greater stimulus of keen 
competition. Persons who had been poor prospects 
for one dealer through dislike, became actual cus 


search for 


tomers of another dealer. 

“Our plan broke up the old, obnoxious habit some 
of our dealers had, of waiting too much for ‘stop-1n’ 
trade, hustled more to stir up business—the 
cry Ing need of the hour. 

“We noticed that our dealers began to think more 
of giving the best of service to their customers, to 
tighten their hold upon them and this had a healthy 
stiffening effect upon the entire sales organization. 
When a dealer found one house was giving extra 
line service as an inducement to keep on trading 
there, he felt it incumbent upon him to do the same. 

“Not only did the dealers show from the start that 
they were working harder, with the salesmen bearing 
the burden and heat of the day, but soon it became 
apparent that there was a great burnishing up of the 
advertising departments. Each dealer seemed to come 
to the consciousness that he must make himself as well 
known as possible to the public in his signs, in his 
show windows and in his advertising by the printe.! 
word. “Phat surely has helped this entire organization 

“In short, gentlemen.” concluded the district sales 
manager, “we have learned conclusively that we can 
cultivate our field) more closely through concerted 
efforts of dealers, than by regarding as holy, little 
individual tepees and most noticeable 
product of which, in the past, has been signs reading 
‘Keep off the Grass.” ’ 

“You have heard, gentlemen,” said the president, 
as the sales manager resumed his seat, “a truthful and, 
1 will say, a modest account of what has been taking 
place in our organization. | remarked a short time 
ago that [ had an announcement to make. [ will 
amend that by making two of them.” 


They 


igloos, the 


The two vice-presidents stiffened a bit. One other 
official bit his lower lip, and the district sales manager 
stirred uneasily. 

“My first announcement,” continued the president, “is 
that the last two months—months, of course—under 
which our plan has been operative were the best in 
point of the number of sales and the amount of money 
taken in—were the best by far, that we have had in 
five years for the corresponding period of the twelve 
months. My second announcement is that if, in the 
judgment of our district sales manager, at the end of 
a year from now he feels that all sales barriers, of 
whatever kind, could be removed from our dealers, 
to our advantage and theirs, making these broad 
United States the sales field for one and all, I, for one. 
am willing to stand with him and help him swing that 
plan as he has swung this grouping method, which, 
after all, is but the intermediary step.” 

“That’s what I call vindication.” spoke up the sales 
manager. And the president smilingly nodded. 
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(Copyright | 
Service. A word that has been worn threadbare of 
late years, both through over-use and misuse. .\ word 
that has been made to cloak cheap goods, cheaper 
salesmanship, and the cheapest of sales management. 
A word under which profiteers have found shelter: 
that has been used as a cover for the most dishonest 
of practices. Service—what is it? 

Possibly something of the above may have run 
through Aaron Steele’s mind that morning as he sat 
fingering the open letter. .\t the same time he was 
looking across the river to the hulking grain eleva 
tors, out of the history of which he 
inspiration. 

Then he called in his son Phineas, who happened 
to be passing the open door of the office. “Read this,” 
he said. 


always got 


And Phineas did, as was the custom on such occa 
sions; he read it aloud. It was on Prince Gregorious 
Hotel stationery, and dated only two days earlier. 
“My dear Mr. Steele: 

“T have been thinking a great deal about that con- 
versation with you and Mr. Monet a week ago, both 
about what you said in your office and later up at the 
volf links. I would like to hear it all over again, and 
| would like to have you say that to my two traveling 
men. Would it be asking too much if I had them 
come down to Chicago—-say, about the thirtieth, so 
they could get your ideas first hand? You can reach 
me here for another week, and after that they will 
forward promptly. Thank you.” The letter) was 
signed “Robert Mainland.” 

Peter Monet came in just then and asked, hearing 
only the name, “What does Robert Mainland of Wis- 
consin want this time?’ So Phineas read it again. 

“Make a date with him and his entire outfit, Aaron. 


If we can get that bunch interested we will be doing 
a lot towards sales-building.” was Peter Monet’s 
advice. And on that Aaron Steele acted immediately. 


ion Sieele-Chicact 


Main 


But the two had been increased to ten by Mr. 
land by the time the interview was arranged. And 


to that ten were added another ten, these of .\aron 
Steele's own men, for Peter Monet had become an 
enthusiast. “Let our salesmen, selling to both con 
sumers and the small jobbers, meet other salesmen 
selling to the consumer. The trouble with Aaron, 
is that we are continually forgetting the ultimate 
purchaser --the consumer. Unless we keep him visual 
ized by our salesmen all the time, our salesmanship 
is bound to fall down,” had been his” trenchant 
comment. 

\nd Phineas, sitting oftener and oftener into the 
councils of the two men, said, “That’s one of the best 
things I ever have heard said. We have got to keep 
that ultimate consumer in our mind's eye all the 
time.” 

There were fully two dozen in the old dining room 
on the top floor of the \aron Steele warehouse that 
thirtieth of the month. Comfortable chairs, each with 
a wide arm, supplied with stationery, a large black 
board on the low platform, and .\aron Steele. No 
other stage settings: no charts to distract the atten- 
tion of the audience. 

“We are talking together,” began Aaron Steele, 
“because Mr. Mainland suggested that such an idea 
would be a good one. (nd Mr. Monet, my sales 
manager, felt to have our men in to meet your men 
would be a good idea. So here we are to talk about 
one person, who isn’t here at all today, the consumer.” 

Phineas did the blackboard work, and he made the 
“consumer” stand out in the biggest of white letters. 

“First I want to say a word about this ‘buyers’ 
strike’ that you salesmen are all talking about. There 
is no such thing, there hasn’t been any such a thing, 
and there isn’t going to be any such a thing.” 

Here Aaron made a signal to Phineas, who began 
to chalk letters right below that “consumer.” 
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Waterproof 
Leather Belting 


T IS easier to sell leather belting 

that has an established reputation, 
than a brand unknown to your cus- 
tomer. 


American Buyers know Comber Belt- 
ing. They know its quality is standard 
—that it is strictly waterproof. They 
know that the purchase of a Comber 
leather belt is a good investment—and 
the number of buyers is constantly 
increasing who specify “Comber” in 
their purchase orders. 


The growing popularity of Comber 
Belting means orders and repeat orders 
for Comber dealers. An attractive 
proposition for mill supply dealers. 


ye“ 


Write it in the Purchase Order 


” Comber Water Proof leather Belting” 


GEORGE RAHMANN & CO. 


31 SPRUCE STREET NEW YORK CITY 


Philadelphia Portland,Me. Havana Buenos Aires 
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“That's it—‘Salesmen’s Strike’; that’s it! We have 
been too doggoned lazy to sell goods. Too lazy to 
realize that we would have to use different tactics in 
a falling price market than had been used in a rising 
one. Too lazy to think, too lazy to see, too lazy to do. 
Just a strike of salesmen and sales-managers this wide 
country over. Here in this dullest of all the dullness, 
Henry Ford sells more of his flivvers than ever before. 
He should have sold only half as many, could have 
sold only half as many, if this piffle about the buyers’ 
strike was even ten percent correct. Here my friend 
Patterson of the National Cash Register keeps his 
sales right up to the top-notch. He has sold more 
registers during the first six months of this year than 
any other six months. 

“There is no consumers’ strike. 
men’s strike. Just leave those two lines on the board, 
Phineas. Now, a little below, so as to allow for a 
bracket, write the word Know. ‘To be a salesman 
each of us must know three elements that enter into 
selling. Inside of that bracket, my son 1s writing, 
first of all, ‘Yourself.’ 


There is a sales 


Yourseli 
KNOW 


“When Peter Monet and I started that little busi 
ness over on the west side, more years ago than | 
care to count, we possessed two things, ‘\mbition and 
\ctivity.’ Notice those two couple up. But that 
‘know’ did not enter into our make-ups. All we knew 
was that we didn’t know. \m I right, Peter?” 

“Microscopically so, \aron,” laughed Peter Monet. 

“And neither of us knew himself. 1 knew Peter like 
a book, and Peter knew me like a book. But that 
didn’t help much. So started to learn 
himself. That's a big job, boys, a mighty big job! 
I got out a picce of paper and started two columns, 
credit and debit. In that debit I put down all the 
things that Peter said about me when he was really 
mad; in the other, all the high opinions I had of 


each of us 


myself. It didn’t take long, though, before I found 
that the credit column was all ‘bunk.’ There was 
more truth in the debit side. Peter was awfully 


truthful when mad at me—truthful about me, | mean.” 

Monet laughed aloud at the memory of those self- 
analysis evenings that he and Aaron Steele had 
‘pulled off’ together over there in that old Lake street 
boarding house. 

“Well, 1 won't dwell on what I found out about 
myself; that analysis is going on all the time, each 
year, and both the debits and the credits are changing 
as the months pass. But I have learned how to know 
myself; how to weigh my own fighting and staying 
powers just before going into a deal. And, boys, 
that’s two thirds the game of business.” 

Here Phineas added another word below the other: 

Yourself 
KNOW, Customers 


{ 


“And we didn’t know the people who came drifting 
in to buy that fire-tried pipe. We didn’t know the 
class of people we might—that we should—reach. So 
Peter and I took turns in going out to size up our 
possibilities. We always have done that ever since. 
\lthough by then we had fairly envalued ourselves 
each to himself—we had to have some knowledge of 
how heavy a weight the other chap was. When it 
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comes to that business clinch, then it pays to have a 
fairly correct value of the other fellow’s fighting and 
staying qualities.” 

\nother word under the bracket on the board: 


{ Yourself 
KNOW} Customers 


\Goods 


“We had bought a lot of fire-tried pipe; it had gone 
through one of the worst blazes on the west side. All 
we did was to straighten it and tar some of it. It 
didn’t seem to be any complex product we were sell- 
ing. But we decided to learn something about pipe 
how it was made, what of, and so on. We didn't 
have much money, and the nearest null at that time 
was away down in Illinois; but we went there. And 
from that trip we not only brought back knowledge 
about pipe that we hadn't supposed existed, but we 
brought back inspiration to be something more than 
handlers of junk pipe. Remember that, Peter?” 

“We talked nights and we worked days,” said 
Peter Monet, and his eyes sparkled with the memory 
of it, after those many years. 

“Know yourself, know your customers, know your 
goods. These three—and, knowing these three, no 
man will ever be afflicted with the hookworm. Of 
course we can take each of these ‘knows’ and spend 
hours discussing it. We can take goods and sub 
divide that in turn into raw material, how made, and 
how sold. But the whole thing is in that ‘know.’ That 
means a salesman, thoroughly alive, and getting live- 
lier all the time! \ man in touch with 
through reading its trade papers”—here 
stopped and made an impressive gesture: 

“If there is a man on my force who doesn’t read 
our trade papers I'll fire him before Peter Monet can 
say ‘no’. 

“You needn't fear Peter Monet will say ‘no’,” 
the sales-manager. “I will find 
then his name will be ‘Dennis’.” 

“Then,” went on Aaron Steele, “this knowing the 
customer means something more than remembering 
how he looks and whether or not he has been through 
the divorce courts more than once. We must have 
his ability as a buyer, his ability as a salesman at 
our finger tips, otherwise we are not able to sell him. 
\nd we must know something about him man 
outside of his business life. That last that we may 
get his measure socially, for a lot depends on that 
You men who are selling to the purchasing agent or 
the mill owner have a little more difficult job than 
the manufacturers’ salesmen have: 


his industry 
\aron Steele 


said 


him out first and 


as a 


you are reaching 
men who possibly are not buying as steadily—-smaller 
buyers and men who in many instances are not so 
posted on brands and values as the trained buyers 
are; but the general principles are the same in both 
selling games. 

“Now we claim we are entitled to business because 
of ‘Service’ we give. You claim that, Mr. Mainland; 
I have been claiming it. | am curious to know from 
Mr. Mainland just what part of the ‘Service’ given 
by me interests him most; which he values most,” 
and he turned to the gentleman from Wisconsin. 

Mr. Mainland was clearly puzzled. “Just what do 
you refer to?” he asked. 

Aaron Steeie tried over again. “Part of our busi- 
ness is to give ‘Service’ to you with the goods. Which 


(Continued on page 33) 
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The Oneida Steel pulley has earned 
its position in the Dodge line by giving 
typical Dodge service wherever it is 
used. 

The number of Oneida steel pulleys 
made by Dodge workmen and sold by 
Dodge dealers increases each year in 
surprising quantities because the 
power user now places the same confi- 
dence in the steel pulley line that he 
has felt for Dodge wood and iron pul- 
leys over a long period of years. 

Here now is a Dodge steel hanger, 
built by Dodge workmen in the 
Oneida factory and tested to a point 
where the name “Dodge” is fully 
justified. 

The decision to add a steel hanger 
to the Dodge line was made long be- 


ODEIDA STEEL PULLEYS 



















fore the actual addition took place. 
Test after test was made and hanger 
after hanger went into the scrap heap, 
until finally a design was evolved that 
could justly bear the name “Dodge.” 

Three things make the new Dodge 
steel shaft hanger welcome to the mill- 
wright— 

Lightness that means ease of in- 
stallation: 

Strength that means permanence; 

The name “Dodge” that is insur- 
ance that the new Dodge steel shaft 
hanger is all that a hanger should be. 


and => 
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Dodge Sales and Engineering Company 


General Offices: Mishawaka, Ind. Works: Mishawaka, Ind. and Oneida, N. Y. 


Philadelphia Cincinnati New York Chicago St. Louis Boston Atlanta Pittsburgh 
Minneapolis Houston San Francisco Seattle Newark 
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CONTINUOUS ONE PIECE 
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Write for 
this interest- 
ing Movie 
Card show- 
ingother 
features of 
AKRON 
Barrow as- 
sembly, 




















The AKRON Exclusive Agency Proposition 
Gives YOU the Profit from YOUR Sales Effort 














ond, that all AKRON advertising pressure going into 
your territory brings you alone all the business resulting 
from it; third, that all the sales effort of your salesmen 
is done for YOU—a prospect solicited by you cannot 


New jobbing centers for AKRON Barrows are now 
being closed. Distributors with salesmen who can sell 
are wanted to stock AKRON Barrows in those territories 


the good will created by their sales force will be inter- 


ested in the AKRON proposal. 


The line is complete—the greatest possible co-opera- 
tion is extended to distributors—write for details today. 


THE AKRON BARROW COMPANY 





Y “exclusive,” the AKRON Agency Proposition THREE LEADERS 
means, first, that no one else in your territory of the 
can sell AKRON Barrows and equipment; .sec- COMPLETE AKRON LINE 





buy from another dealer at a future date. ee ee 





not already held. Jobbers who want to cash in on all Contractors’ Wood Handle Barrow 





Concrete Cart 
Factory: Akron, O. Offices: Cleveland, O. eae 
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(Coutinued from Page 29) 
of the many things we give under that head do you 
find the most valuable?” 

“To be frank, Mr. Steele, and yet not offensive, I 
never have known what you meant by that expression 
‘Service’ till the last trip here. Then you opened my 
eyes to certain conditions—ruts might be the better 
word—TI had fallen into. That awakened me—that 
awakening was ‘Service’ to me. That’s the first I 
ever had—or have—been conscious of having.” 

“Mr. Mainland, that is a splendid reply. I believe 
you are absolutely correct in your statement. Never 
before have we given you any ‘Service.’ We—Peter 
Monet and I--have simply been mouthing a word that 
meant nothing to us, nor to our customers. Qur inter- 
est ceased the moment the goods were shipped to 
you. From now on we are going to do something.” 

“Thank you, sir, you have made a splendid begin- 
ning,” was Mr. Mainland’s cordial reply. 

“Yes, sir, we are going to keep an up-to-the-minute 
photo of that ultimate customer—the one beyond you, 
the consumer, right here in our office with duplicates 
in the shipping room and on the loading platform all 
the time. We are to help you reach him 
through national advertising, through trade paper 
advertising and through co-operation in catalog work 
and sales letters.” 


going 


“You are going to give trade extension assistance 
to your customers, is what you mean, Aaron,” put in 
Peter Monet. 

“You have said it in two words, Peter, trade exten 
sion. Extension clear to that ultimate customer of 
Mr. Mainland’s here. And that is why I had our men 
here to rub with Mr. Main 
that we could get your viewpoint of that 
customer. That we could get a chance to 
look through your microscope.” 

“And we to have a chance to look through your 
telescope,” ventured Mr. Mainland. 

“Good, Mainland, cried Mr. Steele, 
went on directing himself to the salesmen again: “ 
men are 


come in elbows 
land, so 


ultimate 


yours, 


then 
You 
going to find among your customers of the 
purchasing agent class, some who are on the ‘cheap’ 
to vour and our disadvantage, as we handle high 
grade stuff. Send a word portrait of such in to Mr. 
Mainland and he will get in touch with us. Between 
us we will put that chap on an educational basis with 
out his knowing it. Before we have had him there 
for six months he will begin to understand there 1s 
such a word as ‘quality’ though yet he may not know 
how to spell ri on 

“But first of all T thought you were going to put 


good re 


this ‘slow-coach’ of a buyer, the one who buys for 
the factory, the mill and the mine—that is who should 
buy, through a course in ‘this is the day,’ ” suggested 
Monet. 

“Certainly, I was just coming to that, Peter. We 
have got to wake these men who are letting the mills, 
factories, mines, waterworks, lighting plants and trac- 
tion lines go to ruin through not buying, to a sense 
that they are doing a positive injury to the interests 
of their stockholders by this neglect—” 

“Call it criminal neglect and hit them between the 
eyes,” interposed Peter Monet. 

“T do, ‘criminal neglect’! If we can’t arouse them 
we will go after their principals, their directors.” 

‘A campaign of national advertising would reach 


both principals and directors-—a sort of ‘Your plant 


is falling into ruin because you are not rehabilitating 
it now in these times of slackness. You are going to 
be unready for the boom that is already on the way.’ 
How would that do, with a picture of a gone-to-seed 
engine room to lend force?” suggested Phineas Steele, 
who had been listening in closely. 

Aaron Steele turned to the group before him: “I 
am going to ask the salesmen here to use those tablets 
on the chair arms for noting the names of men to 
whom we should begin sending out this propaganda, 
and Mr. Mainland, Mr. Monet and I will go over it 
before the day is over. But write at the head of each 
sheet the words ‘Business Building’ lest vou forget 
and we forget that taking orders is business building 
and not peddling. That we are building up our coun 
try’s industries every time we persuade a purchasing 
agent to buy against his inelination—Duilding up his 
plant so it will be in condition to run double shift for 
long stretches when that boom arrives that is already 
on the way. Not only an order you are 
Robert Mainland or .\aron Steele, but 
Uncle Sam.” 

\nd the blackboard under the deft hand of Phineas 
read: “Service to customers 
consumer.” “Order taking 
builds up Unele Sam.” 


taking for 


orders. for 


reaching the ultimate 
business building 
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FRITZ P. LINDH’S CHANGE 
Joins Force of Chicago Belting Company, Taking Charge of Its 
Pittsburgh Direct Factory 

Fritz P. Lindh, formerly chief engineer of the Gra 
ton & Knight Mfg. Co., has joined the sales organiza 
tion of the Chicago Belting Co. 

Mr. Lindh was born in Philips county, Colorado, 
and is a West Point man, having graduated in the 
1914. After lea 
ing West Point he staved 
in the army until the 
spring of 1920. He was 
with the infantry and the 
ordnance departments, ser 
ving in all from 
second lieutenant to major. 

He left the infantry divi 
sion in January of 1917 and 
took a post-graduate course 
in ordnance engineering. 
Krom then on he was in 
the ordnance division, and 
during the war was located 
at Sandy Hook and Aber- 
deen, Md., first as a captain 
and later as a major. At 
\berdeen he was in charge of army testing of guns, 
ammunition, powder, tractors, ete. 


class of 


grades 





Leaving the army, Mr. Lindh spent seven months 
in the advertising business as an account executive. 
He then joined the organization of Graton & Knight 
in July of last year, where he was in charge of all 
belting research and testing at the factory, as well as 
of all field engineering service. 

Mr. Lindh will be in charge of the Pittsburgh 
direct factory branch of the Chicago Belting Co., 
besides making personal engineering surveys for many 
of the larger users of belting throughout the United 
States. His address will be Belting Co., 
336 Third Avenue, Pittsburgh. 


Chicago 
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Put Your Shoulder to the Wheel Now 





RTER months of discouraging business 
A conditions there are increasing indications 
that the low point has been passed. ven the 
most conservative of the economic statistical 


organizations is now recommending that their 
clients prepare for the long swing upward. 

Anyone who has been calling on business 
houses throughout the country has felt an unmis 
takable increase in confidence during the last 
few weeks. 

Put vour shoulder to the wheel now. Manu 
facturers have been reducing their costs of 
production and have narrowed their own profits. 
They have reduced prices to give distributors 
and dealers every possible assistance. They are 
speeding up their own sales departments and are 
increasing their advertising appropriations. They 
are doing their utmost to stimulate the demand 
in vour territory. Take advantage of their work 
by redoubling your own sales efforts.  lvery 
thing which will help you go after business 
efficiently now, will aid vou more and more as It will take very little time frou: 
: ; vour reqular work to issue the new 
catalogue by the Donnelley method 








A Donnelley Catalogue 


‘onditions improve. 


Start now on the new general catalogue that) you Our layout man will bring to your 
wanted to issue a year or so ago. It will be your sales office a classified set of proofs ad 
men’s strongest ally in securing orders at the least cost. our many thousands of standing 
It will cut down the time that the salesman has to spend payes of mill supplies. In two or 
with each prospect. It will work for you between calls. three days he will list your selec- 
It will maintain a display room of your goods in the lion of goods. 


buver’s office. It will increase the volume of vour mati 


‘ : ; Ie bring you the “know-how 
orders—the most profitable business you receive. Aas 


that is obtainable only through 


The Donnelley catalogue compiling organization offers years of successful association wiltii 
you many years of successful experience. It will enable leading mill supply jobbers. When 
vou to issue a catalogue of proven sales producing quality you entrust the building of your 
more rapidly, more efficiently, more easily, and more ‘ataloque to the Donnelley organ- 
economically than vou could issue a catalogue of equal ization vou are securing an abso 
quality in any other way. lutely known quantity — catalogue 


representation of the caliber that is 
successfully helping in the mer- 
chandising of supplies throughout 
the United States and Canada. 


You cannot wait until the first of the year and then 
get the new catalogue “off the shelf.”. But if you act ai 
once, you can have the catalogue at work for you before 
he opening of the Spring trade. Send for a Donnelley 


t 
lavout man now— without obligation. 


R. R. DONNELLEY & SONS COMPANY 


Jobbers’ Catalogue Headquarters 


731 PLYMOUTH COURT CHICAGO 
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Growth of Progressive Hardware Dealer Marked by Long Hours, 
Work and Addition of Mill and Plumbing Supplies to His 


Just how the first mill supply jobber came into exist 
is not known—possibly, the evolution of the 
hardware dealer would be as good an explanation as 
At any rate, it is known that many mill 
supply houses did evolve from hardware stores. Of 
there many other from which 
mill supply jobbers came. Manufacturers’ agents, mill 
machinery brokers, railway supply houses, and mill 
supply manufacturers themselves have all contributed 
their share to the establishment of the mill supply 
distributor as he exists today. The progressive hard 
dealer, however, still presents the potentialities 
fa mill supply jobber, which fact is recognized as his 
evolution is studied. 

\ very good example of a ardware 
lealer who has the existing possibilities of an all 
ound mill supply jobber is seen in the growth of the 
Stebbins Hardware Company, Chicago. How this 
company grew from a partnership with an invested 
ipital of only $1,000 to a which turns over 
several times that much business i day, makes an 
nteresting study. Hardware ahd. factory and 
Jumbing supplies all figure in the total. 


ence 
any. large 


course 


were 


sources 


War®re 


progressive h 


concerm 
in 


In 1860 two young men, B. C. Jones and A. H. 
Riardon, with only $500 each, opened a hardware store 
in the heart of the business district in Chicago, at 
lavlor and State streets. They were together only a 


short time when they dissolved partnership and Mr 
Riardon’s holdings were taken over by S. J. Stebbins, 
then 27 years old. Stebbins and together 
sixteen ye when Mr. Jones died and Mr. Stebbins 
bought out his interests. It was then that the Ste 
Hardware Company came into being. 

How it weathered the period of industrial depres 
sion following the Civil war and the hard times wit 
shortly after the Chicago fire, the wrath of 
which it escaped, is history. Little by little it grew 
until in 1884 it moved nearer the then heart of the 
business district of Chicago, to 231 South State street. 

The growth of this company continued steadily, and 
i few years later it Was again necessary to move into 
larger quarters at Van Buren street and Wabash 
avenue. Here this company received its first setback 
when it burned out with a total loss from the spread- 
ing of a fire which started in the building next to it. 
\fter this fire the company moved to the building it 
now occupies, 15-17-19-21 West Van Buren street. 

The Stebbins Hardware Company in its new 
home only eight years when its store was again razed 
by fire. Now, fire in the almost any 
is about all it can stand, but this company 
took its loss philosophically and built anew. In a few 
years it was on its feet again and doing a bigger and 
better business than ever. 


ic nes were 
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Was 
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business 


How was this remarkable growth accomplished? By 
hard work and persistency. During the day Mr. Steb 
bins was on the floor making sales and making friends. 
\fter the doors were closed at 6 p.m. he would work 
it his sometimes as late 12 o’clock. For 
sixteen vears he had no vacation, and during this 
period he was away from his store, through illness, 
ut week all told. And all the while he was rear 


books, as 


one 





Evolution of a Two ilies Store Into Big Business 


Hard 
Original Line 


His 
in the business. 

Mr. Stebbins first entered the hardware oe at 
the age of 13. He began work for a hardw: ealer 
in Watertown, N. Y., and made a us effort 
to learn every possible angle of the hardware business. 
\fter satisfying himself that he had 


ing a family. with him all 


engaged 


Sons are Now, 


actively 


COTS ( te 


accomplishe d the 


thing he had set out to do, he decided that it would 
be very valuable to his future success ¢o learn one line 
perfectly. He decided on the cutlery line, and accord 
ingly went to work for an English cutlery house. He 
traveled throughout the United States for this com- 
pany selling cutlery until he knew more about cutlery 
than any other line carried by a hardware dealer, and 
knew it well. 

Now this is his leading line. In facet, his pocket 
and table cutlery represents one of the most complete 
ise s of cut tlery in this country 

But the Stebbins Hardware ¢ ompany is not depend- 
ent on any one line. Mr. Stebbins asserts the compan 
sells more nee casters than any other concern in 
Chicago, carrying a complete line from the smallest 
to the largest truck casters in use. This is unique 
house in this —_ Whatever lne it handles it 


carrics a complete stock. When it was decided to carry 


pipe and pipe fittings it put in a complete line. This 
same principle has been carried out in its stock of 
a which eee from the tiniest hair spring 


to largest steeel spring in the hardware business. 
It is estimated that this company has a stock of 
springs from which it could stock a hundred hardwa 

stores which carry only the usual amount. Keys, too, 
t carries a compl te ling of. For eve r\ lock it Carri s 


it carrics a stock of keys. Its stock of wrenches is 
also complete. Its smallest wrench measures only 11% 
inches in length, while its largest wrenches are the 
giants in the line. While in number it does not carry 
as many wrenches as a mill supply house, its variety 


is greatly in excess. It carries a complete stock of 
everything handled by a plumbing jobber, too, with 
the exception of bathtubs, lavatories and closets. 

As a result of the variety of building hardware car- 
ried, and the extent of its stock, the company has been 
able to build up a building materials business of great 
magnitude. It was given the contract to furnish the 
hardware for the buildings erected to house the various 


exhibits at the World’s Columbian Exposition. At one 
time this company maintained an exhibit of building 
hardware which occupied an entire floor in one of the 


downtown department stores. 
company’s stock is now 


\ large portion of this 
carried at its warehouse. 
Some doing a 
warehouse was 
up. due to the 


time ago the 
mill supply business from its 

sidered, but this idea was given 
that it would necessitate a distinct and separate organ 
ization to carry this business, which was _ not 
considered advisable at that time. 


Since then, however, 1tem after item of mill supplies 


gveneral 
con 


possibility of 
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has been added to its regular hardware line until it 
now carries an almost complete stock of valves, 
wrenches, lubricating oils, graphite, graphite grease, 


belting, gauge glasses, drills, taps, dies, abrasives, 
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Heat Treated 


All Ferry Hexagon Head Cap Screws are heat treated. Why? 
Because, only by the addition of heat can the uniformity and 
reliability of the product be guaranteed. 

The dark mark of heat treatment is your assurance of uniformity. 
Why accept cap screws that are not heat treated when Ferry offers 
you a heat treated product at no additional cost? 

The best engineers prefer and are demanding heat treated cap 
screws. 

Compare this feature and what it costs with other makes. See 
if you are getting all you pay for. You don’t experiment when 
you order Ferry Process Screws. 

Send for the Ferry Ideal Cap Screw for comparative purposes. 
Let us quote you prices on your requirements. 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 


PROCESS SCREWS 
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welding apparatus, grinders, grinding wheels, ete. 
Mr. Stebbins is still actively engaged in the busi 
ness, although his hours are considerably shorter than 
they were when he first began. He has just passed 
his eighticth birthday. Since 1860 he has seen forty 
retail hardware dealers go out of business in the loop 
in Chicago, and though he has absolute confidence in 
the ability of his sons to carry on the business success 
fully, he likes to feel that he is still actively at work 
His success in business he attributes to a number 
of things, among them, hard work. He modestly 
asserts that he is not in any sense a brilliant man, but 
plugger 
Thus the Stebbins Hardware Company has devel 
oped from a two-man shop occupying only one floor 
organization occupying an entire four-story 
building and basement; from a partnership which 


1 
to a large 
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secured its wares from a local jobber to a company 
which does business throughout the United States, 
Europe, the British Isles and Asia; from a house 
which depended on “by word of mouth” advertising 
to one which issues an annual catalog listing its vari 
ous lines, which makes use of local newspaper and 
trade journal advertising, and has one of the finest 
window displays of hardware in America; from 
concern whose service to its customers consisted of 
the filing of a key or the tightening of a loose nut to 
an institution which maintains an entire department 
for the duplication of keys, a department for the repair 
ing of door springs, and a repair department for 
knives, shears and razors; from a store whose manage 
ment frequently said, “I’m sorry, but we don’t carry 
that item, maybe you can get it at se and so’s,” to an 
establishment management asserts, “If vou 
can’t get it at Stebbins’ it isn’t in Chicago.” 


whose 
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Success Measured by Actual Results Produced 


Getting Things Done Largely Dependent Upon Vision, Active 


Business Courage, and the Delegation of Partial Responsibility 


LESTER G 


The difference between the man who succeeds and 
the man who fails is that one gets things done and 
the other does not. 

The measure of success is the actual results which 
aman can produce. It matters not whether he does 
the work himself or gets someone else to do it. It 
is What is done—well done—permanently done—and 
profitably done, which counts. 

There are plenty of people in the world who will 
explain elaborately just how much they have had to 
contend with, and how especially well they have done 
under the circumstances. In fact, these individuals 
usually persuade themselves that they deserve great 
credit for making as good a showing as they have. 
Their eloquence is self-persuasive, at least! 

But those who really do things, or who are able to 
get others to do them, are too busy accomplishing 
what they have in mind to do much boasting—and 
they do not need to make apologies or explanations. 
Such people are likely to be better listeners than they 
are talkers. 

Willowby was one of those men who somehow did 
not have the faculty of getting things done. Perhaps 
he wasn't to blame. Maybe he was organized by 
nature to be a mate instead of a captain. And yet 
Willowby was the sort of a fellow you would natu 
rally expect to make good. He was prepossessing in 
appearance and a good talker. He dressed well and 
was connected with some of the best families in town. 
He had excellent ideas on almost any subject. He 
Was strong and healthy, and no one could find fault 
with the background of his home or business training 
His education was practical, and no one ever dreamed 

r charging him with being an idler, or with lack of 
stick-to-it-iveness. 

He worked for years with the same firm, and was 
loyal to their interests. In fact, the firm regarded 
him as a good man; reliable, but only of average 
ability. In discussing him the president of the con 
cern declared that Willowby was one of the sinews 





HERBERT 


of the place, but he doubted that he could ever quality 
for an executive office of any great responsibility, and 
certainly he lacked vision plus active business courage 
to enable him to put anything big across. 

Willowby is earning $3,500 a vear. He has reached 
his limit, in all probability. He is fairly well satisfied, 
although there are times when he declares that a man 
who is drawing ten, twenty, fifty or a hundred thou- 
sand dollars simply cannot carn it. He is merely 
favored by fortune. 

Willowby is wrong. A man can earn as much as 
the worth of the service which he renders to society. 
Maybe he collects it and maybe he does not; but we 
are talking about what is really Who can 
estimate what the man carned who gave us ether to 
make us insensible to pain; or the one who harnessed 
electricity, or the wizard who set it to work; or the 
inventor of the telegraph, telephone, gasoline or steam 
engine, or the wireless?) Who can say what the man 
earned who invented the printing press; or who first 
crossed the continent with iron rails; or the one who 
gave us pure certified milk; or the first principles upon 
which our present sewerage system is based? 

Willowby forgets all this because he is grubby and 
earthy and inclined to excuse himself. 

But Willowby has a neighbor of whom he is jealous, 


earned. 


although he doesn’t realize it. They were boys 
together. Willowby used to think himself a much 


smarter fellow than Sam Armstrong. 

Sam was not particularly good-looking. His com 
plexion was rather poor and his features common 
place. Sam never put himself out particularly to make 
a good impression on people, and he never was one 
of the gang whose sole aim in life was to have a good 
time. Sam was inclined to read and do some thinking, 
and often he would be seen, even as a young fellow, 
on the edge of a group of men of affairs. 

Sam didn’t have the chance to go to college which 
Ned Willowby had, but he picked up a good deat of 
practical information just the same. He was only a 
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Ball Bearing Specialties of 


The Chicago Line 


“All Loose” Countershaft Drive 





Daggett Ball Bearing Loose 
Pulley 


Ball Bearing Clutch Pulley 
Marvel Grinder 


(Ball Bearing) 











All equipped with 
S K F Ball Bearings 
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Like all power transmission appliances of The 
CHICAGO Line—these Ball Bearing Specialties are 
distributed thru Dealers on a sound “‘re-sale’’ propo- 
sition. 


When Dealers sell The CHICAGO line, they sell a 


complete line of power transmission appliances, includ- 
ing these Ball Bearing Specialties and the new Marvel 
Steel Hangers (both lineshaft and countershaft types). 


Write for Complete Information 
ef 
Chicago Pulley & Shafting Co. 


MAIN OFFICE: FACTORY: 


Chicago, Ill. Wisconsin 
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lad when he won a substantial cash bonus for selling 
the most weekly magazines of popular title of any lad 
in town. 

He said he got the bonus in the easiest way possible. 
He just ordered the magazines in time so that he had 
his stock in hand on Wednesday. People were practi 
cally all supplied when the other newsboys received 
their supply on Thursday. 

Sam was only fourteen when he took first prize at 
the state fair on grapes and squash; nothing very 
brillant about this, only he followed his ideas through 
until he got results. Later he went into business, and 
he proved to himself at least that he could handle men. 
He knew how to get results himself, and he knew 
how to get men to get results for him. 

When asked for his seeret as to how he did it, Sam 
smiled, shrugged his shoulders, and said: 

“That's easy. Know the big thing you want to do 
yourself. Give the responsibility for a part of the 
work to somebody else. Make him understand the 
exact results you expect him to produce. Keep an 
eye on him, but don’t nag at him. Get enough of these 
people all working at different parts of your big plan 
Keep the main interest abreast. Don’t plunge. Keep 
your credit good. Look out for the giving-up point. 
Keep it always well ahead of you. If the giving-up 
point is near enough that you can touch it, you're 
always all but beaten. If it’s a good ways down the 
line, you are going to have active business courage. 
That’s all there is to getting things done. And get 
ting them done, of course, means producing satisfac- 
tory results.” 

Armstrong sometimes looks at Willowby and thinks: 
“Tf Ned hadn’t had things so comfortable at home 
that he didn’t need to exert himself, he could have 
skinned me a hundred times over in a business way, 
and tacked my hide on a barn door.” 

And Willowby sometimes looks at Armstrong and 
thinks: “That chap has been plain lucky. No one 
would have thought when he was a kid that he would 
be the moneyed man of this town. Queer how things 
turn out. If the chances which have come his way 
had come mine, | might have been living in that pala- 
tial home of his instead of in this rented place.” 

Willowby is wrong. What looks like “luck’’ and 
“chance” to him have been simply preparedness and 
quiet business courage. After all, it isn’t so hard to 
eet things done as most men think! 

—+<or 
CROSSED THEIR WIRES 
Publicity Sheet in Oklahoma Killing the Bird It Expected to Lay 
a Lot of Golden Eggs 

The National Association of Purchasing Agents will 
hold an annual convention in Indianapolis on October 
10, 11, 12 and 13. They are a wide-awake lot of people 
with a real mission in the world, and undoubtedly 
have as large a number of fair-minded fellows among 
them as can be found anywhere. Now comes the 
state association of purchasing agents in Oklahoma, 
with a sort of house-organ published at Tulsa. It is 
called The Exchange Bulletin, carries some advertis- 
ing, and presumably is engaged in boosting the pur 
chasing agent’s game from all angles. A recent issue 
was used as the base of a drive to sell advertising 
space to the Oklahoma factory, mine and oil well 
supply distributors. In the face of this drive some ten 
inches of space was taken in the Bulletin by a headed 


article written by a named purchasing agent, in which 
he declared that the jobber and distributor did no serv 
ice to industry that would entitle him to a profit in 
any transaction in which he might become involved. 
This writer declared that the policy trend of the pur 
chasing agents today should be toward the establish- 
ment of direct factory connections and the elimination 
as far as possible of the dealer and distributor. The 
writer also declared that direct selling had proven a 
success and should ultimately supplant so-called mid 
dlemen, because the latter did not perform any service 
that could not be performed by the manufacturer. 

It must be true that this purchasing agent neve 
ran a mill or a factory or ever drilled an oil well, be 
cause if he had he would have known that when an 
emergency came in a break-down, that the manufac- 
turer was of mighty little emergency value to him. 
His first move when the break came would be to tele 
phone to a dealer for replacement machines, tools o1 
parts, and at that, too, a dealer big enough to carry 
a stock so extensive that it was certain to contain the 
products desired. 


tor 


WAREHOUSE SPACE LEASED 
Carton Belting Company to Make Deliveries from Chicago to All 
Points West of Buffalo 

The Carton Belting Company, Boston, has leased 
warehouse space at 1965 West Pershing Road, Chi 
cago, and will make all deliveries to points west of 
Buffalo from there. Vhis company has a substantial 
trade in the central and northwestern states, and by 
having a full stock of its five brands of fabric belting 
in the Chicago warehouse will be able to make quicker 
deliveries than it has been able to make heretofore 
from Boston. 

E. N. Marcy, sales manager, recently appointed two 
salesmen to work with the dealers in the territory 
served by the Chicago warehouse. E. C. Faust will 
make his headquarters in Indianapolis and will work 
with dealers east and south of that city, while 
George E. Carter will work the territory north and 
west of Indianapolis. Mr. Faust spent a number of 
years with the Indianapolis Belting & Supply Com- 
pany, of Indianapolis. Later he was with the Imperial 
Belting Company, of Chicago, and for the last two 
years has been with the Central Rubber & Supply 
Company, of Indianapolis. Mr. Carter was formerly 
with the Kelly-Springfield Tire Company, and for the 
last three years has been identified with the Midwest 
Belting & Rubber Company, Tulsa, Okla. 


or 


Department Sale Announced 

The Webster & Perks Tool Co., Springfield, Ohio, 
announce that the grinding and polishing stand and 
accessory department of their business has been sold to 
the Hill-Curtis Co., Kalamazoo, Mich. By this transac 
tion, their successors have acquired all drawings, pat 
terns, jigs and tools, raw and finished materials, includ 
ing stock of finished machines, together with all engin- 
eering, production and sales records and data of this 
particular department; all of which properties has been 
disposed of by transfer to their premises in Kalamazoo. 
Webster & Perks will now concentrate all their facilities 
and energies to the exclusive manufacture and sale of 
cylindrical grinding machinery. 



































6 pen TIME when initial cost, 
erection cost, maintenance cost, 
safety and reliability of a power plant pip- 
ing system are determined is when the 
system is designed. 


CRANE 


Power Plant 
Equipment 


is designed with the object of producing 
an efficient system having the longest 


possible life, the least liability of a breakdown, 
and a minimum cost of upkeep. 








CRANE CO. 


836 South Michigan Avenue 
Chicago 
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This country is full of business houses which have 
built up great successes by developing latent demand 

demand that most people didn’t know was there. 
There is the phonograph business, the chewing gum 
business, the cash register business, the vacuum bottle 
business, the business in many brands of package 
foodstuffs, and in comfort producing electric devices 

Latent business is business most of us don't realize 
is there. The reason some aggressive fellow cashes 
in on such a development of demand is that the rest 
ire satisfied to leave it to him to make the discovery 
that there is such a demand waiting to be developed. 

There is lots of latent business in the mill supplies 
field, in the sense that there are concerns, almost with- 
out number, who want and need certain equipment, 
certain mechanical devices, only they don’t know it, 
never having given enough thought to the matter to 
realize the need. 

\n engineer keeps his engine lubricated by the 
method that has always been used in that plant. He 
makes no complaint to the superintendent about the 
m that engine. [-verything apparently 
lf there are troubles due to insuffi 
handles them in 
slow-downs or shut-downs 
difficulties that 


nling system 
ZoeS satistacto1 ily. 
cient lubric 
way or another and any 
the 
go with complicated machinery. 

with some new 
with most of 


ition, the engineer one 


ire taken as a part of necessary 


\long comes salesman kind of a 
feed oiler that will 
old lubricating troubles. He: 
latent The buyer of the concern 
J 


do away the 


has something for which 


there is a demand. 





most needs the force feed oiler perhaps does not 
know that there is anv need for it in his engine room. 
Even the engineer has never thought that he needs 


something of that Most of us take our routin 


neonveniences as a matter of course and do not try 
to devise means of escaping them. We think we have 
to endure them. Qur latent desires are not know1 
even to ourselves 

The salesman with that patent oilit Oo device has . 


1 


hard time convincing the prospect that the plant needs 


anything of that sort. Very likely he cannot get a 


the engineer to tind just what engine troubles thet 

have been. He may be able to induce the buyer to 
all in the engineer or to go with him to sce, the man 
so he can be asked what troubles he has of a routine 
sort with his machinery. In that case he has his 
chance to show what his oiler will do. Otherwise he 


must depend upon convincing arguments, proof from 
other users, and so on. But anyway, that is one type 
f latent business. 

The salesman who sells only the items that sell 
asily, who merely mentions some of the non-sellers 
then them when they are 


} 


immediately 


f yreets 


and 


uccessfil Salesmanship 


Value of Latent Business 








By Frank Farcington 
Al Rights Reserved 





rejected by the buyer, Is not Foing to develop the 


latent business along such lines. Hé is not going to 
bring into active operation the hitherto unrealized 
desire for those non-sellers. 

for the lack of 
of excellent value and of such high utility on many 
manufacturers’ lists, is simply the failure of the sales 
men to develop this latent demand, to get far enough 


The reason sale of so many items 


with buyers to show them that they do want that 
thing which they have said off-hand they do not want. 
Needs, many of them openly expressed by the 


factory workers, are often actually unknown by the 
man who does the buying, who buys from time to 
time the same run of supplies, the same old numbers, 
without giving consideration to whether or not there 
are other things he might well buy. Buyers get into 
ruts like the of us, that is one reason why 
it is so difficult to develop, to bring out 
latent that 
There is another kind of latent business 


rest and 


mto the Opel 

1 7 a 4 

those necds exist 1n every concern. 

sidered by the mill supplies salesman, and that is the 
] } 


business of the houses which have never bought his 


product. 


Phere are few salesmen who call on every possible 
prospect in every city. On practically every sales 
mans route there are some concerns he has never sec 





because he knows in his own mind that thev 
nothing he sells, and that he would waste his time and 
theirs. 

Concerning these overlooked or neglected prospects 
there 1s this to be said, sometimes there is latent there 


business. 


a nice big wad of 


In the pages of MILL Suppiies each month vou se 


i. long list of items about various coneerns ho | 
nade xr who are making idditions,  « s S 
nnexes to le purpose oO levelop or 4 business 
In some new way 

Here is coneern which uses SCOT I if 
trucks in its business. Its repair ai ( rk 
has alwavs been done outside I see by the paper it 


is building a service and repair shop and will do its 





own automobile work. Who is the salesman to sell 
equipment for that new shop? Is it perhaps som« 
ALOT ssive salesman who saw the advant ge Of such 
a shop and talked it to the coneern, backing up his 


decided 


There was latent business worth 


talk with figures until they saw it his way and 
to put in the outfit? 
ectting. 

Another concern is putting in duplicates of certain 
important machines, not because they want to doubk 
the output of such machines, for they do not, but 
because they have found that necessary repairs 


and 
adjustments of those machines keep them out of com 
mission a certain part of the time, and so slow dow1 
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Where labor costs but 
a few cents a day 


N far-off Tientsin, China, G7 bs | 
with coolie labor plen- If you are particular about 


the wrenches you handle get Armstrong 
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iY 





tiful at 2 or 3 cents a day, 


one of the big merchants You realize how easy it is to sell supplies that are 


. Il known and for which there is a constant demand. 
able to expe- ins 
finds it profitab t P Consider Armstrong Tools, which are known by most 
dite the handling of goods every manufacturer, superintendent, purchasing agent 
i and mechanic, wherever tools are used. 

with a Yale B-17 Electric They have become standard equipment in many fac- 
; tories, so that they sell themselves—you simply fill the 

Industrial Truck order. 
There is real satisfaction and of course, some real 
Even where labor is profits, in selling standard goods that create their own 

demand and stay sold. 

cheapest, the Yale Way Armstrong Tool Holders, Wrenches, Ratchet Drills, 


Dogs and Clamps belong to this class of tools. 


proves cheaper. 
Send for our catalogue B-20 and full ine # 
Think how much greater formation about our complete line of tools 


your opportunity to profit ARMSTRONG BROS. TOOL CO. 


by the Yale Way. What “‘The Tool Holder People’’ 
the Yale Way does for 305 N. Francisco Ave., Chicago, U. S. A. 


i erchant, i 
~ Chinese Merchant, it If you want tool holders that sell themselves 
will do for you a hundred- get the Armstrong Line 


fold. fi. 


Other Yale Way units e) —— ie = 


include Spur-Geared, 
Screw-Geared, and Dif- 
ferential Chain Blocks, 


\ Electric Hoists, and 
y Trolley Svstems. 

















Yale Made is Yale Marked 
The Yale & Towne Mfg. Co. 





Makers of Yale Products: Locks, Hoists 


YA and Electric Industrial Trucks 


Stamford, Conn., U.S. A. 


CY AL EY Hoisting ~ Conveying Systems 









THE WORLD'S 
STANDARD 
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production all along the line. Was it a shrewd sales 
man who pointed out to those people the ultimate 
advantage of duplication for the general good of the 
business, thus uncovering latent orders? 

I read of educational institutions installing new 
power plants. Sometimes other influences than sales 
manship get the orders in such cases, but isn’t the 
chance better for a salesman if he has already become 
acquainted with the institution in question and per 
haps made it a customer in a small way for supplies 
for the old power plant? 

There is latent business in the small concerns oper- 
ated by livé men. All through the news notes in M1! 
Suppiies about Factory Additions there is evidence 
of growth. We think of the big fellows first, but the 
little fellows are often the best growers, and a great 
proportion of the big plants started in a small way. 
Only here and there a concern began full grown. 

The salesman can help develop latent business 
among the smaller fellows by studying the market 
for their products, analyzing their methods and mak- 
ing suggestions to them for their development. 

It may be that some sort of machinery you sell 
would enable a certain small manufacturer to compete 
advantageously with his bigger rivals. Show him 
what he could do with your equipment. It may be 
that a manutacturer could take advantage of the 
opportunity to use up a by-product or to branch out 
into a side line if he had your machinery. 

In order to develop such latent business, it is essen 
tial that the salesman become acquainted with the 
coneerns where such opportunities exist, and then he 
must study their situation, he must put himself in 
their place. The ability to put yourself in the other 
fellow’s place mentally and think out his problems 
from his point of view is essential to success. 

Much of the latent business remains latent because 
to those who see hints of its existence, it appears to 
be too little to be worth bothering -with. We don’t 
like to bother with the little odds and ends, and we 
don’t always have the vision to see the possibilities 
for the development of the little into the greater. 
Perhaps we believe in the possibilities of growth but 
are not looking ahead far enough to consider building 
business for five years from now. And yet it pays 
to build for the future, if only for the sake of getting 
into the habit of doing it. 

Sometimes a salesman finds a buyer so hide-bound, 
so unwilling to give even a fair consideration to his 
product that he stops wasting time calling on the man. 
Well even buyers come and gO. You cannot be sure 
of what day any certain buyer may drop out or be 
fired and replaced by a man of entirely different 
temperament. 

Unless you call every time on every possible pros- 
pect, you may miss a first chance at a buyer friendly 
to your line, or at least of open mind and thus a 
source of latent business. If there is latent business 
for your product in any plant, you cannot afford to 
pass up a chance to see that buver. You may be 
morally certain of getting the same old frigid recep- 
tion, and vet things may have changed there since 
your last trip. 

ven when you are not convincing the actual buyer 
on your visits, your line of talk may be sinking into 
the mind of some assistant who later may be in a 
position to apply his brains to the buying, or in 
making suggestions where they will count for you. 


A WLLL SUP PILOES 








latent business, the business you don't know is 
there for your line, is something of a gamble, and you 
may ultimately get much or little of it, but this much 
is certain, if you don’t make a try for it, you will not 
land any of it. 
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OPTIMISM PERVADES WEST 
Western Mill Supply Houses Not Unduly Concerned Over Adverse 
Business Conditions 
v. James ernley, advisory secretary of the National 
Supply & Machinery Dealers’ Association, who has 
recently returned from a five weeks’ trip throughout 
the West, reports that while business in the western 
territory has fallen off somewhat, nmll supply jobbers 
are optimistic. Among others he visited the following 
cities: Chicago, Omaha, Sioux City, Minneapolis, St. 
Paul. Duluth, Seattle, Tacoma, Spokane, Portland, 
San Francisco, Los Angeles, Salt Lake City, Denver, 
Kansas City and St. Joseph, Mo., covering in all about 

11,000 miles. 

In late July when he left the East there was some 
depression, and it was thought that this was nation- 
wide. He found, however, that the falling off in busi 
ness in most of the western cities visited did not 
exceed the reduction in prices since last year. Some 
unemployment was found, but not of a serious char 
acter, and not as widespread as in some of the eastern 
industrial sections. Most of the houses are carrying 
a good assortment in all lines, and, while in a position 
to adequately serve their trade, are not carrying 
swollen inventories. In many cities a considerable 
amount of building is under way, and mill supply 
jobbers in these cities are getting their share of this 
business. 

No small portion of the relative good condition of 
western mill supply jobbers is ascribed to the fact 
that they will not think in any but terms of optimism, 
and have been meeting adverse business conditions as 
vigorously as possible. 


tor 


Convention Date Changed 

C. E. Hoyt, secretary of the American Foundry 
men’s Association, has announced that the next con- 
vention and exhibition of the association will be held 
in April or May 1922 at a place to be determined by 
the committee on conventions and exhibits. 

This convention has formerly been held in Septem 
ber of each year, but it was impossible to secure suffi- 
cient hotel accommodations and exhibition space this 
fall. 

The exact date and place of the convention will be 
announced later by the secretary. 


tor 


New Locking Feature Devised 

To cover a specific need in certain instances, the 
Carlyle Johnson Machine Co., Manchester, Conn., has 
recently perfected a new locking device to be used 
in connection with its standard friction clutch. This 
locking device permits of starting its load under fric 
tion only and becomes locked against slippage when 
the friction clutch is completely engaged. As far as 
can be ascertained, this is the first successful combina- 
tion of a friction clutch to start the load and a positive 
locked drive thereafter. 
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THE JOHNSON FRICTION CLUTCH 





Illustration by courtesy of The New Departure 


Manufacturing Co., 
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showing bench presses” in 
operation at their Elmwood Plant. 


Friction Control Means 
Better Machinery 


We specialize in applying the 
proper type of friction clutch on 
any sort of an_ installation. 
Standard Clutches available 
from stock, and special models 
developed to suit conditions. 


It’s a Johnson Line Shaft Drive 


A battery of twelve light presses, all on a bench about 
30 x 5, driven from one line shaft with Johnson Clutches 
controlling the machines. 





Compare It for First Cost 


Twelve clutches against twelve complete coun- 


tershafts, or twelve individual motors. 


Compare It for Efficiency 


Quick, smooth control against the sluggish tight 
and loose pulley. Or one motor consuming 
current instead of twelve. 


Compare It for Service 


You know the failings of belts—the continual 
attention they require, especially when they are 
shifted. 


If you don’t know Johnson Clutch Service, just 
give it a trial. 


Write for our Stock List and Catalog D-R. 








Sold by Dealers Daily 
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Truly “The Handy Tool.” 
convenient, portable, 
drill shaper, 

chine, ete. 


Small, 
ideal 
milling ma 


for 
PFESsS, 


\WWork can be firmly held in it, one 
operation completed, the vise 
turned upon its edge as illustrated, 
and a second operation completed 
without reclamping the work in the 
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Send for illustrated circular 


showing sizes, prices, ete. 





THE SKINNER CHUCK COMPANY 


NEW BRITAIN.CONN U.S.A 


Established 1887 
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| Relative Value in Cuts, Color, Type and Borders 


Why Direct Attention Should Be Attracted and How Favorable Result: 
May Be Obtained in Both National and Direct by Mail Advertising 


JACK 


Possibly because great stress has always’ been 
placed on the value of attracting attention, the average 
advertiser today stresses this point far in excess of 
the other three fundamental principles in effective 
advertising. Maybe it is because it heads the list of 
fundamentals, maybe it is because it is easiest to do, 
maybe—well, I could list a hundred reasons for stress 
ing attention, but that wouldn't account for the vaga 
ries of human nature nor the inconsistencies of man, 
which, after all, is at the bottom of this undue stress- 
ing of attention in advertising with little regard for 
anything else. The fact remains that in nine out of 
every ten advertisements attention has been stressed 
to the nth degree, while interest, belief and action 
have apparently introduced without a 
thought. 

To describe in detail why and how an advertisement 
should be interesting, credible and inducive to action 
would take more space than is available for this sub 
ject here. Let it sufnce that these three fundamental 
principles are necessary in effective advertisements. 

\dmittedly, an advertisement must be 
it can be read, believed or acted on; therefore atten 
tion is of prime importance in any advertisement, but 
that attention must be of the right kind or it availeth 
nothing. For example, the blatant blare of a “Ger 
man” band will attract attention, also the hoots and 
oibes of children, but unless the band offers something 
to harmony it is lable to few 
vituperative comments upon the 
The nocturnal i 
attract attention, also a 


been second 


seen before 


that is akin attT act 2 
ancestry. 


will 


: a 
a load of 


musicians’ 


vowling of a lovesick tomeat 


few old shoes and 


buckshot, but that isn’t the kind of attention tommy 
wants. So, too, with advertising, the pointing finge1 
and the vociferous “Hey, You!” will attract attention, 


but it won't be favorable. 

rushing 
left eve, 
advertising for 
salesmen. Would 


the road 


] 1 
salicsinan Who, 


What would vou do to a 
into your office and leveling his finger at your 


You!?? 


hieht of 


Just consider 


) 
shouted, “Hey, 


1g moment in the vou 


vou want on r your salesmen to go out on 


wearing a pair of hght vellow shoes with purple laces, 
bright green socks, Unele Sam trousers, a Joseph coat, 
skyv-blue¢ rt, and a red tie? No, of course not, 


because he'd attract too much attention, and_ the 
“cops” might get him. Yet how many advertisements 
constructed in just that f 


CO Vou see 


Q ways 
Just the other day a letter found its way to m 
desk calling attention to the attractive folders attached 
to it. In all fairness to the advertiser, | must admit 
that the folders were attractive. They literally smote 

the eye with their kaleidoscopic brilliance. Yes, ; 

were attractive, but said that one said all. 
wo pages each of these four-page folders were sacri- 
the altar of attraction. bad 
it hadn’t been for the fact 


they 


when one 


heed on Their copy was 


is was their layout, and if 


Ge omer aoe 


attached to letter of the 


that they were 
the nearest guess I could have ventured as_to their 
origin would have been that they had been sent out 


by a manufacturer of the product featured. 


sender, 


FAIRBANKS 


“If attracting attention is so perilous, would it not 


then be better to make no conscious effort to do so, lest 


it prove to be unfavorable?” you query. “No.” With 
all the counter attractions of reading matter, com 
petitors’ and other advertisements, billboards, street 


car cards, personal salesmen, and what not, attention 
must be consciously attracted. “But how can this be 


not to give the reader an unfavorable 
impression?” This done if 
bear in mind that the thing of greatest importance 
about an advertisement is the thing advertised. To 
it, and not to the advertisement itself, the attention 
should be attracted. The border, type and layout of 
an advertisement can all be used effectively to attract 
attention to the thing advertised, whether actual 
photograph or an illustration of it is used, or not. 
\nd, of 


course, size and position play an important 
part in the attention value of any 


advertisement. 
Let us consider first, as of greatest importance, t 


done so as 


can be one will always 








size of an advertisement. This is of course ited t 
the size of the publication in which it is run, if it is 
in this form of advertising, or to the siz vou 
largest envelope, if it is a mailing folder. Be that as 
it may, it is patent that a double page spread has 
ereater attention value than a single page. and s mn 
down the line, and that the largest mailing pice: h 
will fit into vour largest envelope without to \ 
folds will carry a more forceful message by reas if 
its sheer size than one that is smaller 

Place mav well be considered next in importance te 
Size. If vou are not able to secure a back or inside 
cover of the publication in which vou ar ( sing, 
next to reading matter is to be preferred. o | 
this, as near the front of the publication as ~ s 
most desirable. Hf it is direet by mail ertising 
the best place for it is in the hands of th . 1 
wish to interest, and the surest wavy of getting it ther 
is by means of a two-cent stamp. Handhbills and one 
cent stamp mail-box stuffers have their pla in 
dvertising, bu ot firs place 

The attention value of color may be considered next 
in importance, as it is by color that contrast is effected, 
not only within an advertisement, helping to center 
attention on the thine advertised, but also as between 

our advertisement and others. The value of color 1s 
too well recognized to need discussion 01 ircument 

We now come to the Importance borders play in 


attracting attention to the thing advertised | 
if at all, are borders used effectively in this respec 
\ 


e within their contines, and 


, 1 
Adrely, 


Their part is to hold the e 
ae 


they are able to do this without being any heavier than 
the heaviest line in the advertisement. If too heay V; 
they will offer counter attraction to the thing adver 
tised, and thus undo the good they are supposed to do 


In some instances, where the thing advertised “breaks 
the border” attention is attracted to it, but this is 
dependent upon the circumstances attending, which 
should be given careful consideration if the border is 


to be broken. 
The importance of type in an 


advertisement is a 
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DOUBLE EXTRA HEAVY 


Regrinding Hydraulic Valves 


Designed to meet exacting requirements in controlling 
at HIGH PRESSURE steam, water, oil, air, 


chemical solutions. 


Can be furnished 


patterns. 


Regrinding NON-CORROSIVE White POWELLIUM 


Bronze Disc, unequaled where severe service is re- 
quired. 


gas or 


in globe, angle, cross or check 


Have your specifications call for 
POWELL ‘troxze VALVES 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 





Giobe Valve 


Write for descriptive 
circular 











Valve 


Horizontal Check 





Working pressure 1,000 i 


and 2,000 lbs. j 

































Victor Bal 


1 Sales Office: 


38 Murray Street, New York, N. Y. 
Manufacturers of 


“V.B” (Victor Balata) Belting 


and 


Canvas Stitched Belting 


for 
Transmission — Elevating —Conveying 


also 


Tractor and Thresher Endless Belts 


belting with uniformity throughout. 





This is a view of 
our most modern 
factory at Easton, 


Penna., or 


“The Plant Behind 


the Product” 


ata & Textile Belting Company | 


We manufacture all of our products from the raw bale of cotton to the finished belt. 
We spin our own yarn and weave our own duck, enabling us to furnish high quality 





Factories: 
Easton, Pa. | 


--. 





We carry targe and 


complete stocks for 
immediate shipment 
at our factory, 
branch stores, ware- 
houses and distrib- 
uting agents, and in 
all markets. 


We have a few de- 
sirable territories 
still open, 


—Write— 
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subject in itself that has been treated at length by 
many authorities. Be it known that type can tell a 
story all its own, and your printer, if he is at all reli 
able, should be able to make that tell yours. 
The proper selection of type goes a long way toward 
attracting favorable attention to the thing you adver 
tise, and, strange as it may seem, this is more psycho 
logical than physical. 


story 


A few points may be mentioned 
here that may be of assistance in selecting the proper 
tvpe for your advertising. 


\ modern or antique type 
of bold face carries 


a message of strength. An old 
style face is casy to read and, if your story is long, 
should be used. Italics carry a message of grace, and 
script an casy familiarity. 

In considering the arrangement of headlines, 
and cuts in an advertisement, we 
the greatest 


t 


copy, 
consider some of 
of all aids to attracting favorable atten 


tion to the thing advertised. This also is more or less 


psychological. There is a “golden area” in each adver 
tisement running horizontally across it through the 
optical center, which is just above the mathematical 
center. In this area attention is centered and here 
the most important thing in your advertisement should 
be placed. Everything above this area 
subheads, copy, and cuts—should be grouped in 
inverted pyramid fashion to direct the eve it: <i 
is well to remember, in striving to attract attention 
to the thing advertised, that the eve 
advertisement in line with the 
bottom and from right to left. 
Have | omitted anything? Very likely a great deal 
have tried to limit myself to the subject of attracting 
favorable attention to the thing adxertised. If the 
above suggestions are followed closely, however. | 


headlines, 


travels over an 
letter S, from 
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Pass the Good Word Along 


Activity in Business Must Be Stimulated—Let’s Go to Work 


ae 

General Sales Manager 
lor the last twelve months we have been liquidat 
Ing. We have all been wearing out our old shoes, our 
old clothes, patching up our tools, reducing our stocks, 
and getting along without purchasing, excepting only 
just the various essentials absolutely 


necessary to 
carry along our 


much depleted business. We 
have cut out extravagances in so far as purchasing 
materials is but statistics prove that we 
have added another far greater piece of extravagance 
to our list than any heretofore indulged in, and that 
is the extravagance of wasted time. We have reduced 
our energies more in proportion than we have reduced 
our expenses, and most of us find ourselves today 
wastefully wasting and watching for the gold nuggets 
to come to us. In other 
hustling 

It was the writer’s personal privilege to visit Japan 
shortly after the Russian-Japanese war, going as far 
north as the island of Hokkaido and as far south as 
Nagasaki, and at that time all Japan had been advised 
by circular letter from the emperor to curtail all expen 
ditures possible; to get along with as little as possible. 
hey were certainly doing that. People were without 
shoes in the coldest part of winter and were using 
ordinary sacks to wrap their feet in. They were with- 
out knives and forks to eat with, without chairs to 
sit on, and with hardly any of the ordinary comforts 
of life. They were gettling along without much of any 
expense, but they were not producing. They were 
undergoing hardships to themselves and were not 
profiting by it. They had allowed the idea of curtail 
ment and penury to supplant action and work. 

As I view the last twelve months here I can see a 
considerable comparison to that of Japan after the 
Russian-Japanese war. We can get along on very little 
if we force ourselves to do so, but what do we gain 
by it? The world needs products and all kinds of 
products. In our opinion, the best thing for all of us 
to do is to take our losses and start in to work and 
build them up again; mark the prices of our goods 
down and cut down the price of labor and insist on 


Very 


concerned, 


words, we have stopped 


*Letter recently sent out to the trade to stimulate business. 


feel sure that favorable attention will be secured and, 
with it, the battle one-fourth won. 

KELLEY 

Simonds Manufacturing Co. 
more work from every employee and more active work 
from all salaried employees. Start booming activity 


the reduction of prices enable those working 
lower wage to procure as much, or nearly as 
much, as during the war period. We all need to stimu- 


and by 


for a 


late activity in business. This slothful waiting 1s 
eoing to hurt us all. 

We have reduced the price of saws—in ta f all 
the material which we manufacture—to a point which 
we believe is less than the present cost of manatfac 
ture; and we hope by doing this tc so stimulate busi 
ness that the increased demand will allow us to operate 


ata profit. 

We ask you if you won't take the idea c 
in this letter and send out to your trade something 
along a similar line, creating a chain of thought that 
will help toward getting busy, for that is the one thing 
that will change present conditions. 

te 


mtained 


Protection for Machine Tools 


Protection for machine tools has been assured in 
the metal schedule of the permanent tariff bill recently 
passed by the House of Representatives to the follow 
ing extent: 

“Machine tools and parts of machine tools and 
all other machines and parts thereof, finished or unfin 
ished, not especially provided for, 35 percent ad valo 


rem: Provided that machine tools, as used in this 
paragraph, shall be held to mean any machine operat 
ing other than by man power which employs a tool 
for work on metals.” 
+> 
Annual Meeting Announced 
\ meeting of the machine tool section of the 


National Supply & Machinery Dealers’ Association 
has been called for Wednesday, October 19, 1921, at 
the Hotel Astor, New York. This meeting comes on 
the second dav of the three-day annual meeting of the 
National Machine Tool Builders’ Association at the 


Hotel Astor. 
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“To Get the Right Start—Equip with»MEDRARP”’ 


from Stock! 


JSMILL 


A907 cA 
SUP Y LUGS 














@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 
@ Wire them—’'phone them—they'll go off our 
warehouse racks and on the cars in a jiffy. 
@ You can always get them from stock, and for a 
fair price, at ‘‘Medart’s.” 

MR. SUPPLY DEALER 


{We've been engaged in the Pulley business for 40 years, and we know 
a great deal more about making good pulleys than many other concerns. 
{OUR POLICY In bullding Wood Split Pulleys Is: Cheapness Is 
sulcidal: products must be the best in thelr class. We wouldn’t think 
of running the silahtest risk of impairing the value of our most 
valued asset—our Good Will. 


GET the “MEDART” WOOD SPLIT PULLEY from STOCK! 
Medart Patent Pulley Company 


Main Office and Works: St. Louis, Mo. 
Office and Warehouse: 211 Vine St., Cincinnati, Ohio 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys. Steel Rim Pulleys, Gearing, Sprock- 




















RITE us for full par- 

ticulars regarding 
our EXCLUSIVE DEALER 
PROPOSITION! 


Find out how you can 
advertise to your pros- 
pects at our expense. 


Charlotte Leather Belting Company 
Charlotte, N. C. 


Western Distributing Centre and Warehouse, 
Chicago, Hlinois 


ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 




















The 
LYTESTRONG 
Pressed Steel Hanger 





For those who prefer 
Steel Shaft Hangers 


The steel shaft hanger has many champions who prefer it for its 
light weight and the ease with which it can be handled. 


Agents for Bond Power Transmission Appliances can supply this 
steel hanger demand with the LYTESTRONG, a typical Bond 
product. 


The LYTESTRONG can be sold to your most exacting customer 
with the same degree of assurance you would sell him a Bond cast 
iron hanger. 


If you are not posted on this hanger, write for descriptive folder, or 


order a sample hanger for your display room. Your transmission line 
is not complete without it. 


€7 FOUNDRY AND MACHINE CO. 


MANHEIM, PENNSYLVANIA 














When writting to Advertisers please mention MILL Supp.ies. 
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Pittsburgh Supply Hou 


Pittsburgh Gage & Supply Co. 





se and the Golden Rule 


Maintains Co-operative Dining 


Room for Employees and Treats Visiting Salesmen Right 


ERNEST 


President, Hollow 
\s you visit the general offices of the Pittsburgh 
Gage & Supply Co., Pittsburgh, Pa., you cannot fail to 
notice the sign hanging in the entrance with the follow 
ing words printed thereon: 
“Tnsist on an audience in a reasonable length of 


me, or a reason for the delay. It is the policy 


Center Packing Co., 


H. SMITH 
Cleveland. 


are largely responsible for the success of the company 
1 


both in the manufacturing and mill suppiy field. 
Mr. hkodgers considers his sales force one of the most 


important departments of the business of 


selling mull 


supplies, and to illustrate his broad-mindedness in this 
respect it is necessary to betray the confidence of one 





PRESIDENT W. L. RODGERS 
of the Pittsburgh Gage & Supply Co. to extend 
courteous treatment to every human being 
book agents.” 

When vou reach 


even 


HOME OF PITTSBURGH GAGF. & SUPPLY CO. 


of his friends. Mr. Rodgers started in business in the 
old days when one hundred dollars a month was con- 
sidered a very good salary, and, realizing the importance 
of having good 





the top ot the 
stairs leading to 
the general of- 


fices, another one 
of these signs 
stares vou in the 
face, and when 
the man at the 
information desk 
asks you very 
courteously who 


you vish tO see, 
you begin to be 
lieve the 


ina ] 
reall, 


sign 
means 
something. 

Every salesman 
who calls on the 
Pittsburgh Gage 
& Supply Co. is 
inter- 
matter 
what he is selling. 


viven an 
view, no 











salesman, his first 
salesman was 
hired at a salary 
ot $125 a month, 
when Mr. Rod- 
gers himself was 
drawing but $75. 
Is it any wonder 
that the  Pitts- 
burgh Gage &«& 
Supply Co. now 
has over twenty 
mill supply sales 
men, including 
some of the high 
est paid men in 





the supply busi 
ness. 

The dining 
room shown in 


the accompanying 
cut 1s on the sec 
ond floor of the 





When vou enter 
the offices the 
ver\ 


VIEW OF 
atmosphere 

hums with activity, and the progressive spirit of the 
“house” is in the air. Four hundred and fifty employes 
are housed in the building shown on this page. 

The president of the company, W. L. Rodgers, started 
the business many vears ago in a very small way. Mr. 
Rodgers is still active in the business, and it is his pro 
gressive ideas and capacity for keeping up with the 
constantly increasing demands of modern business that 


EMPLOY] 


building above 
S 


’S DINING ROOM 


and 1s 
1 

operated at the 

ach emplove who eats in the 

dining room pays for his or her lunch by giving the 

company one-half hour of time. Instead of taking the 

usual hour for lunch, they only take a half hour. 


offices, 


Company s expense. 


One 
half of the emploves are served from twelve to twelve 
thirty, and one-half from twelve-thirty to one. The 
mea!s served are home-cooked and make a hit with the 
cmploves. 











HMILL, QP PLES 


e 
Strongest 
Belt Lacing 
On Earth 


J obbers— Dealers 


Sell Satisfaction and Economy When They Sell ALLIGATOR Steel Belt Lacing 
Go over these features that make “ALLIGATOR” the best belt lacing proposition for 


you and for your trade. 


FLEXCO-LOK 


Reg. U. S. Pat. Office 


Stee! Lamp 
Guards 


Protects la: ps 
from b 


and handles if 
desired. Patent 
lock prevents 
theft. 
distinct 
to the purchaser. Write on le 
for information, prices, etc. Not in 
stock in London. 


4633 Lexington Street, Chicago, U. S. 


First: National and local advertising in carefully selected general publi- 
cations, trade papers and consumer class publications interests all belt users 
and creates a demand that has been growing for twelve years. 


Second: ALLIGATOR is preferred by Master Mechanics in every industry 
all over the world for its ease and facility of application, long life in operation, 
belt saving characteristics and economical features. The decision of hun- 
dreds of thousands of belting users should influence you to stock it. 

Here are other reasons: 

ALLIGATOR is the most easily and quickly applied of all belt lacings. Only a hammer 
needed and three minutes average time to lace a belt. Anyonecan put it on. 

Besides this important feature, this belt"lacing has proven the strongest and consequent- 
ly the most efficient in every test. 

It outlasts any other type of belt lacing—and saves the belting. See illustration and note 
how the staggered teeth penetrate without injuring the belt and clinch down flat. Also note 
the sectional steel rocker hinge pin which makes a flexible hinge joint that hugs the pulley, 
is no thicker than the belt, and permits belt to be run on both surfaces. 

In addition the use of ALLIGATOR Steel Relt Lacing is the most economical manner 
of taking up stretch on new belts and of relacing and repairing old ones. Only one end of 
belt need be cut off in shortening; or to lengthen, insert stub of correct length. 

Can be kept handy instockroom or tool box for immediate service thus avoiding any pos- 
sible delays. Represents big saving and convenience to your customers on any kind of belting. 
A complete service for all thicknesses of power or conveyor belting. A size and type 
for every need. Write on letter head for samples and trade prices. 


FLEXIBLE STEEL LACING CO. 
A 135 Finsbury Pavement, E. C., London 


When writting to Advertisers please mention MILL SuppLies 
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All employes are insured at the company’s expense. 
Those in the employ of the company from one to ten 
years are insured for $1,000, and those over ten years 
are insured for $2,000. [Every employe is a booster for 
the house, and the spirit of co-operation and friendly 





feeling between the employes and the company is 
marked. 
Within the last few years the Pittsburgh Gage & 
} Supply Co. has entered the manufacturing field, and is 
manufacturing and selling washing machines and othe 
j household electrical appliances. A cordial invitation is 
} extended by the management to all jobbers and manu 
} iacturers of mill supplies who happen to be in Pittsburgh 


to have lunch at their dining room. 


<+<2> 


RALPH W. CUMMINGS HONORED 
Vill Supply Dealer Elected First Vice-President of the Interna- 
Clubs 

Ralph W. Cummings, head of the firm of Cummings, 
Bevis & Levan, mill supply jobbers, Lancaster, Pa., 
has recently been elected to the office of first vice 
president of the International Association of Rotary 
Clubs. 

Following the completion of a course in mechan 
ical engineering at Pennsylvania State College in 1905, 
Ralph Cummings joined his 
father in the operation of a 
supply and heating business, 
which was operated under 
the name of the Central Ma 
chine Works. A 


tional Association of Rotary 


few 


years 
later, however, he estab 
lished his own business, 


confining his efforts entirely 
to mill and machinists’ sup 
plies. He started originally 
a manufacturers’ agent 
without a stock of merchandise, but as increased busi 
ness justified expansion a small stock was acquired 
and from that date has been continually increased. 
The present firm of Cummings, Bevis & Levan within 
the past six months has moved its own new 
building, which provides it ample facilities for future 
growth for a number of years to come 





as 


into 


Mr. Cummings was elected a member of the Rotary 
Club of Laneaster in 1915, and in 1916 was clected 
president, serving one year. In 1919 he was elected 
governor of the fifth Rotary district for a term of one 
year. At the expiration of this term he was appointed 
chairman of the International Association committee 
on education for one year. He was one of the party 
which went to Edinburgh, Scotland, for the Inter 
national convention in June, 1921, where he 
elected to the office he now holds. 


Was 
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HELPS ON HAULING PROBLEM 


How Some Mill Supply Dealers Handle Their Goods and the 
Advice of One on the Subject 

\ recent inquiry made by the National Supply & 
Machinery Dealers’ Association in regard to the haul 
ing problem among a number of mill supply houses 
elicited the following information: 

Of the houses answering this inquiry, 28 percent 
had their hauling done under contract; 43 percent did 
their own hauling by motor truck; 14 percent made 
their own deliveries by truck but used horses for their 


depot hauls; 14 percent had their hauling done under 
contract if the hauls were short and did their 
hauling by motor truck if the hauls were long 
The general deductions which may be made from 
these replies are: when hauls are short it is cheaper 
to have them made under contract, if the tonnage is 
uniform from week to when hauls are long it 
is cheaper to make them yourself by motor truck; 
when hauls are short and the tonnage varies, 
cheaper to make them yourself with horses. 
One mili supply jobber covers the subject in a 
fairly thorough manner in his reply to this inquiry : 
“We think we have tried everything and we have 
come to the conclusion that for short hauls, two miles 
or less, in congested traffic, horses and wagons are by 
far the cheapest method, and it is cheaper to own them 
and operate vour own barn than it is to contract for 
them. Motor trucks, where speed is necessary 
where the haul averages more than two miles, are 
little cheaper than horses, but 
average of four miles is reached. 
“Where a concern has a considerable amount of 
tonnage to move and the amount runs more or less 
uniformly from week to week, it is a little cheaper to 
contract with some motor express company than it 
is to own your own trucks, but where there is con 
siderable variation the advantage is lost, as most haul 
ing contracts of this kind require that the merchant 
shall keep a certain number of trucks in constant 
operation, and, failing to do this, shall pay a fixed sum 
per day when laid up 
“Our advice to mill supply jobbers who are con 
sidering contract hauling is to be very certain of then 
ground before giving up their privately owned equip 
ment and depending upon a contract, and that f 


own 


it 


1s 


S 


or 


not much, until an 


Tor 
short city work the poor old horse is still on the jol 
with four feet.” 


tor 


WINDOW USED AS SELLING AID 


Progressive Chicago Mill Supply Jobber Maintains $6,000 
Window Display as Selling Aid 
What to do with some 3,000 feet of floor space 


fronting the first floor general offices of the H. Chan 
non Company, Chicago, mill supply jobber, was a 
question answered with neatness and dispatch by the 
advertising and sales manager of this concern whet 
it moved into its new and 
months ago. 


larger quarters u few 

“Turn it into a display room for our heavy equip 
ment,” he said, and it was done. 

\s a result, this company has the largest window 
display of mill supplies in Chicago. 

What prompted his decision was his recognition 0 
the value of a good window display, as an advertising 
man, and the realization of the difficulty encountered 
by mill supply salesmen in describing large items to 
prospective customers, either from memory 01 
the aid of catalog and circulars, as a salesman. 

It is estimated that the total value of the items on 
display exceeds $6,000. 
machine tools, drills, grinders, taps and dies, chain 
hoists, concrete mixers, gas motors, electric motors 
pumps, blowers, ventilators, acetylene lighting equip 
ment, and a complete line of precision tools. 

The number of sales that can be traced directly to 
this display is hard to determine. It is agreed, how 
ever, that it renders invaluable aid to the floor sales 
‘men and makes closing floor sales easy. 


W ith 


lhe items shown are, m part. 




















HULL QUPPILIES 


LEIMAN BROS. 


ROTARY There are no delicate parts i 
P OWE 3 Tae 
OSITIVE BL phi RS these machines—nor fine adjust- 
ini ie ments to get out of order. Just 
OWN WEAR [ag VACUUM great big, husky parts that are 


PUMPS made to last—made to do a day's 


work without showing any ill 
effects. They take up their own 




















Tank prevents fluctuation 
aw 








Weagtts for regulating wear, and so actually improve 
pressure. ‘ h 
with use. 
OUTLET eliel Valve. 

threaded for stand- 
ard iron pipe. 
Enclosed stud in 
piston holds wing 
close to ae 
op, preventing ° 
oi on prowere Cine ant sotigtin setoom A good steady blast of air 


hke, insurtng a perfect ft 


Se and postive prewute of without puffing—a nice, steady 
rT: vacuum that can be used with 
confidence in testing. An all 
around machine for pressure or 
vacuum. State your require- 
booress. ments in detail—we will advise 


PISTON 
what machine to use and how 


Wine kept in constant contact with Cee apace — trom emall pistos 


cyboder by centrifugal torce best to use it. 


ROTATION COUNTER CLOCKWISE 


Some purposes for which Leiman Bros. BLOWERS and VACUUM PUMPS may be used 


Agitating Solder Iron Heaters Paper Feeding Devices 
Aerating Wrapping Machines Printing Presses 
Singeing Massaging Machines Mailing Machines 
Branding Laboratory Work Box Nailing Machines 
Preheating Blow Pipes Testing Gas Fittings 
Assaying Glass Blowing Melting 

Brazing Gas Pumping Tempering 
Annealing Testing Meters Wireless Telegraph 
Soldering Pressing Irons Blowing Dirt 

Forging Cash Carrier Systems from Machine 
Hardening Church Chimes Glass Bending 

Oil Furnaces Calliopes Atomizing 

Gas Furnaces Milking Machines Spraying 

Coal Furnaces Drying Grain Blowing Chips 
Suction Chuck Fruit Evaporation from Machines 


AND MANY KINDS OF AUTOMATIC MACHINES AND DEVICES 


LEIMAN BROS. tewyork"" 


Manufacturers for 35 years of good machinery 
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THE INDUSTRIAL OUTLOOK 


General Trend of Business Similar to That Experienced During 
Past Periods of Industrial Depression. 


“Instead of waiting for some mysterious set of forces 
to restore good times. the people of the United States 
have settled down to the grim and sober business of 
working out their own salvation.” writes Archer Wall 
Douglas, chairman of the committee on statistics and 
standards of the Chamber of Commerce of the United 
States, in his monthly review of business conditions. 

“While the return to better times is certain to be 
slow,” he says, “there can be no doubt as to the final 
recovery ° 

“The story of the present business depression,” says 
Mr. Douglas, “is very similar to other depressions 
which have occurred during the past half century. 
The beginning of the end of speculation and over 
expansion came with restriction of credit that put 
a sudden crimp in the volume of business and started 
prices downward on their long journey of declines. 
Then followed the slowing down in industry, the 
incubus of much unemployment, and all the attend 
ant evils of hard times. After the first shock, there 
were a flood of forecasts of an early return to former 
conditions and the passing of those ills which afflicted 
the country. Invariably the prophecies came to grief. 

“One of the earmarks of past depressions was the 
fantastic schemes advanced to prevent the return of 
such eras. These schemes included the stabilization 
of prices and doing something to the currency so that 
its purchasing power would always be the same. nd 
there are those among us who take these theories 
seriously today just as our forbears did in their day. 
We have at least one consolation in this generation, 
that out of the welter of past misfortunes we have 
learned the lesson of a sound financial system as cm 
bodied in the Federal Reserve Bank. 

“The chronicle in industrial life is one of better 
business in leather, especially in boots and shoes: 
lower prices in an increasing number of makes of 
automobiles, and of business in automobile 
sundries; lower prices in oil with the likelihood of 
consequent decreased production; continued dullness 
in mining; some improvement in clothing; production 
in steel and iron down to lower levels and with re 
duced prices, yet with slight increase in sales of some 
of the finished products; a generally good movement 
in summer seasonable goods; slow increase in con 
struction as the costs of material and of labor decline 
in different sections, more particularly in the large 
cities; better wholesale trade in general but a smaller 
volume of retail business in the large centers.” 


Poe dd 
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MACHINE SHOP RULE DEVISED 
Invention of R. Poliakoff Simplifies Problems Met by Machinists 
and Other Shop W orkers 


A rule which enables any shopman, machjnist, fore 
man, designer or estimator to determine quickly and 
accurately, without making any calculations whatever, 
the different elements in his problems in machining a 
bar in a lathe or grinding it in a grinder, has recently 
been placed on the market by R. Poliakoff, 709 Sixth 
avenue, New York City, who is also the designer. 

The rule is very simple, and only a few minutes are 
required to learn its use. In addition to metric and inch 
scales, graduations are furnished, making it possible to 


tind the answers to problems of which the following 
are typical: (1) Given the diameter of a bar or of a 
grinding wheel, and the cutting or grinding speed in feet 
per minute, vou find the number of revolutions per 
minute. (2) Given the diameter of a bar or grinding 
wheel, and the number of revolutions per minute, you 
find the cutting or grinding speed in feet per minute. 
(3) Given the speed in feet per minute, and the number 
of revolutions per minute, you find the diameter in 
inches that can be turned or ground. (+) Given the length 
of bar in inches, the feed in inches per revolution and 
number of revolutions per minute, you secure the time, 
in minutes, required to turn or grind the bar. (5) Given 
depth of cut in inches, feed in inches, and speed in feet 
per minute, vou secure the volume of metal removed. 
(6) Given the speed in feet per minute"and feed in inches, 
vou find the area machined. In solving these problems 
known values are located on the proper scales and the 
results are read directly from the rule, without requiring 
any computations to be made. 
~~ > 
TIPS FROM MANUFACTURERS 
Vew Inventions and Specialties to Stimulate Buying Mark 


Adjustment in Business 


The Willard Pool Co., Inc., Stratford, Conn., has 
recently placed on the market a spring tool holder. 
It is claimed that this tool holder is so constructed 
that it causes the tool to yield or recede in a practi 
cally straight line from the work without causing 
chatter marks or endangering the tool when a heavy 
cut is being taken in rough material. 

\ square and testing block for the use of tool 
makers in laying out and testing work upon the bench 
plate has been placed on the market by the Art Too! 
Company, Bridgeport, Conn. It is said to be free fron 
error to .QOO1 of an inch. 

Vhe Black & Decker Manufacturing Company. 
Raltimore, has recently placed on the market a special 
stand for the drilling out of storage battery terminals. 
It holds the company’s standard 3x-inch portable elec 
tric drill. which has a capacity up to three-quarters of 
an inch. 

A combination toggle joint spring pressure attach 
ment for use with combination dies is being placed o1 
the market by the E. W. Bliss Company, Brooklyn 
It is said to possess marked advantages for users of 
combination dies. 

\ high-speed motor driven by compressed air and 
intended especially for driving grinding wheels ts 
being placed on the market by the Onsrud Machin 
Works, Inc.. Chicago. Although the complete unit 
weighs only 5% Ibs., it is said to be capable of pro 
ducing % hp. and of attaining a speed of 3,000 r.p.m. 

The Electro-Magnet Tool Company, Chicago, has 
recently placed on the market a %-inch portable elec 
tric drill. It is intended for use in garages, machine 
shops, and by construction and installation gangs. 

\n adjustable boring head has recently been placed 
on the market by the Rickert-Shafer Co., Erie, Pa. 
This tool is said to be particularly well adapted to the 
performing of accurate work at high speed, due to its 
adjustability. 

The South Bend Lathe Works, South Bend, Ind.. 
has added to its line of engine lathes a quick change 
gear lathe which it will furnish in sizes from 9 to 24 
inches, swing inclusive. With this lathe forty-eight 
changes are obtainable for both feeds and threads. 
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VERY roll of Gandy belting aims to protect the repu- 

Ek; tation for leadership that Gandy belt now has. It is 

the original stitched cotton duck belt. Since 1880 it 

has been the world’s standard. A product of Gandy standard 

enhances your position, increases your business and satisfies 
those who look to you for service. 


Full particulars of dealer contracts will be sent upon 
request to established dealers. 
THE 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 7S7 WEST PRATT ST., BALTIMORE, MD. 


NEW YORK 36 W4PREN STREET - ° CHICAGO S42 WEST WASHINGTON ST. 
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Perpetual Inventory Aids Mill Supply Jobber 


Representative Dealers Using This System Have Most Numerous 
Annual Stock 





Turnover and Largest Total of Yearly Sales 


Not so many years ago as to make the occurrence only be obtained through a study of past precedent 




















only a memory, it was the habit of the head of the 
house to come home and announce to the real head 
that he would not be home for dinner the following 
evening. When asked if he was sitting up with a sick 
iriend he would reply in righteous indignation that 
this was the latter part of June and the July 1 inven- 
tory had to be taken. This explanation sufficed and 
he was not required to go into detail, as was the usual 
custom when he departed from the painful regularity 
of treading the straight and narrow. This miracle 
occurred at least twice a year—the latter part of June 
and the latter part of December. 

This same state of affairs exists today, but not in 
the most orderly establishments, as the realization that 
stock represents money, should be carefully guarded as 
such, and should be kept track of from day to day, 
instead of merely accounted for once or twice a year, 
is becoming more general. 

In a recent survey of mill supply houses it was 
found that 31 percent maintained perpetual inven 
tories. These houses had an average capitalization of 
$136,900, while the average capitalization of the 75 
percent who did not maintain perpetual inventories 
was only $131,400. The average value of supplies 
carried by the houses maintaining perpetual inven 
tories was $125,000, as compared to an $87,000 average 
value of supplies carried by the other houses. Annual 
turnover of stock carried by the houses maintaining 
a perpetual inventory was four times, while the houses 
which did not maintain a perpetual inventory had an 
annual turnover of only three times. 

The figures presented by the houses maintaining a 
perpetual inventory were: Total capitalization of 
$3,149,000, 23 houses reporting; total value of stock 
carried, $2,635,000, 21 houses reporting; total sales for 
1920, $11,371,000, 22 houses reporting. Those pre- 
sented by the houses which did not maintain a pet 
petual inventory were: Total capitalization, $6,261,006. 
51 houses reporting; total value of stock carried, 
$4,031,000. 46 houses reporting; total sales for 1920, 
$20,450,000, 45 houses reporting. 

These figures tend to prove that the larger and 
more progressive mill supply houses are adopting the 
perpetual inventory system, that the turnover of their 
stock is more rapid, and their annual sales are greater 
than those of their less progressive competitors. 

Accepting this deduction, then, that it is the pros 
perous and most progressive mill supply jobber who 
maintains a perpetual inventory, as the most logical. 
Let us determine, if possible, the reason for this truth. 

It can easily be seen that a number of more or less 
important factors enter into the study of this prob- 
lem, among them the effect of the perpetual inventory 
on purchases, overhead, and sales. 

In this day of frequent price changes it is patent 
that it is the wise buyer who will reap the greatest 
reward for his wisdom. The application of his knowl- 
edge, however, of costs and current market conditions 
to his purchasing can only operate in conjunction with 
his knowledge of the present and future needs of the 
company he is working for. This latter knowledge can 


and current tendencies in his company, and on this he 
can base his future per 
formance. 

In obtaining this information he must refer to his 
stock inventory. This must be kept up to date at all 
umes, to be of immediate value. Annual or bi-annual 
inventory reports might help to a limited extent in 
determining the past, but they weuld be valueless 
within a short time after they had been taken, in aid 
ing one to analyze current tendencies. It is easily 
seen that in order to apply his knowledge of costs and 
current market conditions to his purchasing, the buyer 
of mill supplies must have a knowledge of past per 
formance and current tendencies in his company, and 
to obtain this knowledge he must have frequent 
recourse to a perpetual inventory. 

Depending upon the wisdom of purchases, to a great 
extent, is overhead expense. Stock on hand, just as 
rent, heat, light, labor and depreciation, represents an 
original and recurring monetary investment, and as 
such is a part of one’s overhead. Now, an annual or 
bi-annual inventory cannot gauge with any appre 
ciable degree of timeliness the fluctuations of this 
overhead. As a result, the houses which depend upon 
this system for keeping records of stock usually carry 
a much larger overhead expense than is at all times 
necessary. The perpetual inventory, on the other 
hand, keeps those interested in daily apprehension of 
stock overhead, and the uneconomical practice out 
lined above can be avoided. 

This brings us to the part the perpetual inventory 
plays in sales. Now that price competition is so 
keen, it follows that this part is by no means an 
unimportant one. It’s an old adage that a thing well 
bought is half sold, so the assistance the perpetual 
inventory renders the purchasing agent can be applied 
directly as assistance to salesmen. In like manner, a 
minimized overhead due to the use of the perpetual 
inventory will operate to reduce the selling price of 
items carried, which will pave the way to easier sales. 

Using the perpetual inventory as an indicator of 
stock movement, one is able to detect the slow moving 
lines, and either eliminate them, reduce their indi- 
vidual extent, or devise some way to increase the 
rapidity of their movement. The perpetual inventory 
mav be used to advantage in accomplishing this latter 
end by its being availed of as a work chart for sales 
men. For example, the perpetual inventory may be 
referred to by the sales manager, and if it shows a 
certain line is moving slowly, a line which may be 
considered as a large overhead expense, he can instruct 
a certain number of his salesmen to concentrate their 
efforts upon the sale of this line until such time as the 
inventory shows that it has been considerably reduced. 
As this principle is applied it may become almost 
automatic in its operation. 


prognostications as to 


If used as a chart, the perpetual inventory can 
render salesmen invaluable assistance in enabling 
them to answer sometimes puzzling questions. How 
many times have prospective purchasers asked sales- 
men to advise them as to the quantity of a certain 
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GEO. W. PYOTT CO.. 


North Ave. & Noble St., 




















Every Transmission 


Appliance 


Our stock embraces everything required in 
the line of power transmission products. 


Pulleys of any diameter to carry any load. 
Hangers, pillow blocks, couplings, friction 
clutches and pulleys, gears in standard sizes 
or cut to specifications, shafting, collars. 
wood and steel pulleys, sprockets and chain. 


Every product represents the highest degree 
of efficiency and quality that it is possible 
to produce. Our large stock enables us to 
supply you with exactly what you need. 
when you need it. 


G. W. P. equipment sells and stays sold. 


Send for catalog. We co-operate to the 
fullest extent with our dealers. 


Chicago, Ill. 
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item they could buy, or how long it would take to 
deliver a certain quantity of a given item, without 
avail? Too many times to reflect favorably upon the 
salesman’s knowledge of the goods he is selling. 
often salesmen have had to phone their respective 
purchasing agents or sales managers, or even return 
to their individual houses, in order to ascertain the 
umount of stock on hand, and from this information 
deduce the time it would take to procure enough of 
the goods in question to fill the order. 


reference to the perpetual ventory would keep these 
salesmen well posted on information of this nature 
Which could be used to advantage in their sales 
arguments 

Considering, then, the benetits which may be derived 
from the perpetual inventory, is it at all 
that the biggest and most progressive mill supply 
his system, or that the houses which do 
use this system have the most numerous stock turn 
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Profits Derived from Knowledge of Economics 


Application of Fundamental l:conomic Principles to the Conduct~ 


of His Business Greatly lids the Distributor of Mill Supplies 


Knowing the fundamental principles of economics while demand depends upon the number of 


and applying them to the conduct of his business has nd the whicl 


probably done more to assist the 


unounts in r to purchas 
i Price, 
ply dealer than any other known direct aid. At any as has been shown, may either determine demand o1 
rate, the successful mill supply distributor does | | 

| 


they are willin 


successful mull sup iven good at a given price at a given time. 


now s will be shown later, may be determined by 





what these fundamental principles are, and knowing d demand. [t may be well to note he that price 
them makes their application almost accomplishee determine vy legislation, not bas up the eco 
ct 11114 iWws suppl na ce na co aderes 
\ brief résumé of what these economic principles San ceconomie phenomenon 
e, their 121 their application to the condue In this d of extended credits, combines, monopr 
the mill supply business may be of present interes soa not, it appears to the casu serves 
nd value to the distributor of mill supplies t suppl nd demand itt effect upon. thi 
\la \ ent exe) wa Vas Limos . ( ) ( ~ to no 1 CCK ( 
Nt hims lf shed 8] SI 1s ( s ~ ( { ( i 
wided ot roots. herbs. berries ts determined pric hie S 
wild eam 1 clothe: | ise 11] ‘ - O ( ] . ( 1114 
1« wild tin Is he kille« il ( Mo COL ( at 
) the eve presen Lay ’ s ply nd det ele ( . Is ¢ 1 { ( 
the reasi t nature was bountiful her s ppl cil : Sic 
nd his wants were few. Gradually, as th Wie 1 “ t 1 pp 1 
ruits. herbs, berries and wild animals. bee . nited States Ove HNOnNOpoly is ] 
bundant and less accessible. he beeame 1S¢ vhicl ect 1 ect his mpetitors; tl 
ore aware of certain eeonomic laws ects ) oduc ce produc sco 
Ilis first move was to make thes 3 Op titors hat s only intage lies his knowl 
one by killing his fellow man and eating hin his dee of ceonomic law, and foresight. Let us consid 
procedure at one and the same time inereasc: then, ho this knowledge m pr eneticial te 
supply of food and decreased the existing demani T how he may use lus foresight in applying thi 
his practice, however, led himself and his | . mwlede 
to band themselves into tribes for their own protec Ina give omimunity there is Cel emand 
tion, and as tribesmen cast about for less | ls es his «ck nd n he good mid, large 
ineans of sustaining themselves. or small lt may manifest itself in cither the quan- 
Whether it was found that a few could raise cnoug titv desired or the price offered, or botl The mi 
food to satisfy the wants of many, or whether tl supply dealer who guesses this ck id | ( 
realization that the satisfaction of the wants of thos: docs 1 empt to control it is simply trusting the 
engaged in agricultural pursuits was an casy ; success © ~ business to fate d fate times is 
euarantee sustenance for one’s self is hard to deter OW le « | If, on the other hand, the n 
mine, but the fact remains that in time manufacturing supply dealer gauges probable demand on his know 
took more and more men from the fields, and as edge of business conditions in his territory eC 1S] 
result came a new era ~osition to make this demand control price in his 
We are now living in an age of commerce, and, as LVvo or example, the demand for cel 


a commercial people, face certain basic laws hose 
with which we are 


demand, with 


during a certain period equals 100 at one 
her only 50 of the items 
Phe price, the: ft cacl 
Now, if five dealers i 
‘ these 
i good available at a given time at a given place for demanded 100 items, and the sixth dealer carries 
the satisfaction of a given want. Demand is the num | 
ber of purchasers willing to buy a 


greatest concerned are supply and = Suppose that there are 





resultant or conditioning vatlable as supply 


two 


territory ¢ 


price as a 


factor. 50 items will be dollars. 


Supply, as defined by economists, is the amount certai arry only five each of 


remainder, this sixth dealer can set the available 
quantity p! number 25 thus control price 
Every reader cai casily apply the illustration to fit 
every case that may arise in his own territory, the 
in the same way 


certain v af an over and 


of a certain good at a certain price at a certain time 
[t is patent that supply is dependent only upon raw 


material, manufacturing and transportation facilities. basic idea always working 
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Reduce 
your expense 


—not your effort 


Never slow down on your transmission advertising—cut the cost, 
by letting us pay the bill. 


Through the Jones publicity and sales plan for dealers you can 
pass most of your campaign problems to us, and forget them. 


Write today for details 


W. A. Jones Foundry & Machine Co. 


4411 W. Roosevelt Rd., Chicago 20 Murray St., New York 
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Timely Tips From the Direct Advertising Field 


Catalogs and Booklets of General Interest to Manufacturers 
and listributors—A Fine Chance to Add to Your Collection 


\ twelve page, 9 by 4 inch illustrated pocket catalog 
has been issued recently by the Baird Machine Co., 
Bridgeport, Conn., describing its power tilting barrels, 
power presses, foot presses, burnishing machines and 
wire shapers. 

The Cincinnati Lathe & Tool Co., Cincinnati, has 
issued an 8 by 5 inch, eight page illustrated mailing 
tolder describing its lathes. 

A 4 by 7 inch 29-page illustrated pocket catalog has 
recently been sent out by the Boston Coupling Com- 
pany, Boston, describing its fire department supplies. 

The Ohio Brass Company, Mansfield, Ohio, has 
issued a 7 by 5 inch illustrated mailing folder describ- 
ing its radiator valves. 

The Pierce, Butler & Pierce Manufacturing Cor- 
poration, New York, has issued a 9 by 4 inch 31-page 
illustrated pocket describing its packless 
valves. 


catalog 


The Crescent Tool Co., Jamestown, N. Y., sends out 
a % by 4 inch illustrated mailing folder describing its 
adjustable wrenches and display board for same. 

A 9 by 4 inch illustrated mailing folder has been 
issued by The Everhot Heater Company, Detroit, de 
scribing its water heaters. 

The Western Pump Company, Moline, Ill, is send 
ing out a 6 by 3 inch illustrated mailing folder describ- 
ing its motor driven water pump. 

The Baker Manufacturing Co., Evansville, Wis., has 
issued an 8 by 4 inch illustrated mailing folder describ 
ing its line of pump jacks. 

An 8 by 4 inch 24-page illustrated pocket catalog 
has been issued by the Imperial Tool & Machine Co., 
Indianapolis, describing its line of groovers, crimpers, 
beaders, shearers, and machine stands. 

The American Pipe & Flange Co., New York, pre 
sents a 7 by 4 inch 28-page illustrated pocket catalog 
describing its line of pipes and flanges. 

The Dayton-Dowd Company, Quincy, Ill, has 
issued a 7% by 10% inch 16-page illustrated bulletin 
describing its centrifugal fire pumps. Numerous pho 
tographs of installations and tests are shown. 

Sixteen pages, 8 by 10 inches, issued by the North- 
western Motor Co., au Claire, Wis., describes its 
Casey-Jones railroad inspection motor cars. 

\ 6 by 9 inch 80-page illustrated catalog has been 
issued by Lewis T. Kline, Alpena, Mich., describing 
his excelsior machines, bailing presses, wood splitters, 
knife grinders, spur grinders, cut-off saws, barkers., 
bolting saws and lathes. 

The Metals Coating Company of America, Phila 
delphia, has issued a 9 by 4 inch 16-page illustrated 
catalog describing its Shoop process of metal spraying. 

Topping Brothers. New York, have presented an 8 
by 11 inch illustrated mailing folder listing their heavy 
and marine hardware, shipbuilders’, railroad and con 
tractors’ supplies. 

The Champion Wrench Mfg. Co., Chicago, is send 
ing out a 6 by 314 inch illustrated mailing folder de 
scribing its self-adjustable wrench. 

The Steel Tank and Products Corporation, Chicago, 
presents a 6 by 9 inch 22-page illustrated catalog de 
scribing its steel tanks 


‘The Everlasting Valve Company, Jersey City, in a 
© by 3% inch illustrated folder, describes its “I lat 
plug” valve. 

‘the Rope Fire Eseape Co., Philadelphia, has issued 
ao by 9 inch 16-page illustrated catalog describing its 
rope fire escapes, fire gongs, and fire extinguishers. 
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INDIANA HOUSE EXHIBITS 
Will Supply Dealer Has a Unique Display of Unusual Interest 
to Fellow Jobbers 


In order to present an exhibit which would attract 
favorable attention at the Kokomo Chamber of Com 
merce Eighth Annual Industrial Exposition, September 
5 to 10, the Kokomo Supply Company, jobbers of 
plumbing and mill supplies, Kokomo, Ind., prepared the 
display shown in the accompanying photograph. 

Before taking this display to the exposition this com 
pany had it set up in its stock room, where considerable 

















comment was made by visiting plumbing and mill supply 
dealers on what had been done in this instance with 
only a few pipe fittings, valves and nipples. 

ight vears ago when the first of these industrial 
expositions were held here the Kokomo Supply Com 
pany had just started in business. Its stock at that time 
was small, and in order to present a display of any kind 
it had to take practically all of it to the exposition 
grounds. This arrangement made it exceedingly diff 
cult for this company to supply its customers with stock 
called for during the exposition. Since that time the 
company has grown steadily and its stock increased until 
it can prepare displays without having to go to the 
exposition grounds to bring back material to fill orders 

This company has always taken an active interest in 
industrial displays, keeping always on the lookout for 
new ideas which would be of value to it along these 
lines. When the Pageant of Progress at Chicago opened 
it sent representatives there who spent two days looking 
over displays with the greatest of care with the idea in 
mind of getting new ideas for use in future expositions. 





























Where DUXBAK NUTAN Proved Itself 


On the nappers in woolen mills belt after belt is burned thru frictional heat. This is due to 


belts having very little pulley contact over napper rolls, running very tight, and having a great 
deal of slippage. 


In one of the largest woolen mills this belt problem was solved by equipping the napper rolls 
with DUXBAK NUTAN. Today it is giving day in and day out service and shows no signs of 
burning or stretching. This is but one of the many places where DUXBAK NUTAN proved itself. 


DUXBAK NUTAN is a strong, close-clinging, super-exible, heat-resistant belt, particularly 
adapted for napper work belts, stripper belts, main drives, motors, blowers and exhausters. It is 
proof against steam, heat and water. 


Let our Service Engineers help solve your belt problems and tell you more about DUXBAK 
NUTAN —the belt you can boil without injury to leather or cement. 
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Tanners 
Belt Manufacturers 
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Distributing Branches and Dealers in All Leading Cities Throughout the World 








When writing to Advertisers please mention MILL 





Main Office and Factory 
12 Ferry Street, New York 


Tanneries: 


Bristol, Tenn. 
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PERSONALS 
Marvin W president of the Pennsylvania 
Co., Spring City, Pa., has resigned 


singel Shattin 


J. E. Shmp, formerly with the Ohio Brass Co., Mansfield, 
Ohio, has resigned as sales manager in the Chicago office of 
the E. T. Chapin Co., Seattle. 

Frank B. Riley, assistant paymaster at the New Departure 
Manufacturing Co., Bristol, Conn., has been appointed tem 
porary tax collector of that city 

W. G Tone s has been elected vice-president and treasurer 
of the W. A. Jones Foundry & Machine Co., Chicago, and 


will continue to serve as general manager. 
Ernest E. Lee, South Dearborn street, Chicago, has been 
appointed district representative for the boiler feed regulators 


and pump governors of the Northern Equipment Co., 
Erie, Pa 

Chester C. Jackman, formerly factory manager of the Vi 
tor Saw Works, Springfield, Mass., has been made vice 


president and treasurer of the Dolman Manufacturing Co 


Springfield 


Maurice ] 


Kenyon, formerly with the purchasing depart 


ment of the New Departure Manufacturing Co., Bristol, 
Conn., has been clected manager of the New Departure 
Realty Co 

Reuben Hill, formerly with the Yale & Towne Manufac 
turing Co., the Hudson Motor Co. and the Detroit Lubricator 


Co., is row secretary 


Corporation, New 

Paul Fugler, superintendent of materials of the Walworth 
Manufacturing Co., Boston, recently resigned his position to 
return to his home in England. Mr. Fugler has been with 
the Walworth company for seven years 

Charles H. Dankmeyer has resigned as president of the 
Republic Belting Co., Baltimore, Md., recently organized, to 
organize the Federal Belting Co., Baltimore and South streets, 
Baltimore, Md., which will manufacture canvas belting 

Earl L. Coons formerly Southern district manager oft 
\lexander Brothers, has resigned from that organization and 
is now representing E. P. Alexander & Son, Inc., in the 
Southern territory. Mr. Coons is well known among the 
dealers in the South. 


and treasurer of the Marlin Firearms 


Haven, Conn 


Mrs. Laura Gardner Edwards, for ten years writer of trade 
paper copy for the National Tube Co., and later with the 
A. M. Byers Co., has joined George Land, with whom she 
was associated in the National Tube Co., in the Technical 
Publicity Co., Pittsburgh. 

D. Clewell, formerly with the Borden Co., of Warren, Ohio, 
is now on the sales force of the Nye Tool & Machine Works, 
Chicago, and will travel in Ohio, Indiana, Michigan and 
Kentucky. Mr. Clewell resides in Cleveland and will work 
from that city for the present. 

Ogden R. Adams, machinery merchant of Rochester, N. Y., 
has been elected president and general manager of the Seneca 
Falls Manufacturing Co., Seneca Falls, N. Y., manufacturer 
of Star and Adams Short-Cut lathes. Mr. Adams still remains 
the active head of the Rochester business. : 

A. F. Zacher has resigned as manager of the Buffalo district 
office of the Economy Fuse & Manufacturing Co., Chicago 

R. W. Andrews, manager of the Fairbanks Co. branch at 
Rochester, N. Y., has resigned after seventeen years with the 
company, to go into business for himself. 


L. M. Waite has been made sales manager of the Garvi 


Machine Co., New York City, succeeding Frank A. Powe;, 
resigned. Mr. Waite was formerly sales manager of the 
National Acme Co., Cleveland, and later of the Springficid 


Automatic Screw Machine Co., and 


Mass. 


Fitchburg Springfield, 


purchasing agent 
automobile 
assistant general 


Charles i. Tamm, for several years chief 
for LeRoi Co., Milwaukee, 
tractor engines, has resigned to 
manager of the Hydro-Hoist Co., subsidiary of the Heil 
Co., Milwaukee, manufacturer of steel dump bodies, compart 
ment truck tanks and hydraulic hoists 


Phe nominating the National Association ot} 
Purchasing Agents submitted the following names for 
the election of officers to be held at Indianapolis, Ind., Octo 
ber 10 to 13: W. L. Chandler, Dodge Sales & Engineering 
Co., president; A. H. Reinhardt, first vice-president; T. IP 
Webster, second vice-president; A. V. Howland, third vice 
president; S. F. Woodbury, fourth vice-president D. E 
son, fifth vice-president; W. |. Gamble, 
Roffey, secretary 


inanufacturer of and 


be« Olle 


committee ot 


has 


Fergu 
treasurer, and L. F 


Carl F. Dietz has resigned as vice-president and general 
sales manager of the Norton Co., Worcester, Mass., to become 
president and general manager of the Bridgeport Brass Co., 
Bridgeport, Conn. He succeeds Fred J. Kingsbury, New 
Haven, Conn., who will become chairman of the board of 
directors, and in addition assume the duties of general man 
ager. Mr. Dietz will be succeeded by W. LaCoste Neilson, 
London vice-president and foreign manager for the Norton 


Co. Mr. Dietz has been with the Norton company for ten 
years and is secretary of the National Machine Tool Builders’ 
\ssociation. Guy IP. Miller has 
veneral manager of the Bridgeport Brass Co., 
on the directorate. He will be succeeded as treasurer by M1 
Kingsbury, the retiring president, who 
of the board of directors 


treasurer and 
but will remain 


1 
resigned aS 


becomes chairmat 


FACTORY ADDITIONS 


Columbia Steel Equipment Co., Philadelphia, 
erection of a one-story plant addition 
McCrey Sanitary Collapsible Barrel Co., 
building a one-story factory, 50 by 160 feet 
The J. Ryan Foundry Co., 506 41st street, Rock Island, IIl., 
is building a two-story plant, to cost $50,000 
Chapman Carriage Works, Jacksonville, Fla., 
the erection of a new building to cost $200,000. 


plans the 


Apollo, Va., is 


is planning 


Norton Iron Works, Ashland, Ky., is building an extension 
to its plant for the manufacture of wire tencing 

Point Motor Co., 36 Penn avenue, Pittsburgh, is building 
a three-story service and repair works, 75 by 110 feet. 

The city of Kendallville, Ind., plans an extension of its 
municipal power plant, to be one-story, 50 by 100 feet. 

International Steel Tie Co., Waterloo Road, Cleveland, is 
planning to erect a one-story factory, 40 by 120 feet. 

H. H. Mueller, Baraboo, Wis., is building a two-story 
addition, 60 by 65 feet, to his garage and machine shop. 

Cunningham Sales Co., Pittsburgh, is building a two-story, 
varage and salesrooms, 85 by 100 feet, to cost $100,000. 

National Biscuit Co., Pittsburgh, has awarded contract for 
a six-story factory at 409 Liberty avenue, to cost $75,000 

J. Greenbaum Tanning Co., North Milwaukee, Wis., is 
building a two-story tannery, 50 by 70 feet, to cost $70,000 

\ steel warehouse, 132 by 330 feet, is being built at Louis 
ville, Ky., by the R. J. Reynolds Tobacco Co., to cost $40,000 

Ludlow Typograph Co., Chicago, has awarded contract for 
the erection of a one-story office and factory building, 47 by 
52 feet 
Sheet Metal Works, 


awarded contracts for a 


Reliable 1325 


has 


Belmont avenue, Chi 


cago factory addition, 25 by 


65 feet 
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Our Specialties are sold to Jobbers only 


“Ball Joint” 
Pipe Hanger 


is the 
and 
tronges 


hanger ever made. 


Moore & White 
FRICTIONes 
CLUTCHES 


The Business Builders 






C ONFIDENCE is in- a synonym for good 
spired and profits are wares. In fact, some of 
made by the Dealer when our Clutches have been 
he serves his custumers wearing for 15 to 25 
with thoroughly reliable years and are still holding 
goods. Friction Ciutches 6p. 
play an important part in : 
the business oi the Mill nae — Mill Supply 
Supply Dealer. And it is ealer, the next time you 
a very easy matter to get out amongst the trade, 
handle Clutches that have just make a special effort 
gained a reoutation for to “Moore - Whiteize 
economy and dependabil- those prospective Clutch 
ity users whom you _ meet. 
tM. & W.” Friction You've got a first class 
Clutches sell easily, as the article and a reliable and 
name Moore & White is square firm back of you. 


@Note the ball and 
socket joint. 

@Hanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 


““Our Silent Salesman’”’ Free Catatocue “C” on Reguest. Write Us Topay 


THE MOORE & WHITE CoO. 


Sole Makers 


2711 to 2741 N. 15th St., Philadelphia 


The Penn Engineering Co. 
Philadelphia, Pa. 
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FIFTY-ONE YEARS of sincere effort to furish 


the highest quality of material and service to 
the mill supply house 


FIDELITY @@ MILLS 
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CLEANING AND POLISHING TEXTILES 
Journal Box Packing Prepared Wool and Grease 


THE J. MILTON HAGY WASTE WORKS — Philadelphia 
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W. 1. Anderson & Co., Greensboro, N. C., las completed 
plans for the construction of a new cold storage plant, to 
cost $80,000. 

Worcester Electric Light Co., 11 Foster street, ring 
Mass., has completed plans for a two-story machine shop, t 
cost $35,000. 


=: Pearson & Son, Ltd., Orizaba, Texas, operating oil 
properties, is building an addition to its hydroelectric gen- 
erating plant 

Adamantex Brick Co., Baltimore, Md., has awarded con- 
tract for the erection of a two-story plant, 162 by 268 feet, to 
cost $150,000 

Hendrick Manufacturing Co., Carbondale, Pa., has awarded 
contract for a one-story plant addition, 100 by 200 feet, to 
cost $100,000 

The Austin Estate, 2406 First avenue, New York City, has 
completed plans for the erection of a one-story forge shop, 
50 by 100 feet. 

Acme [ron & Metal Co., 23d and Arch streets, Philadelphia, 
has acquired property, 85 by 169 feet, to be used in connection 
with plant extensions. 

Transcontinental Petroleum Co., Tampico, Mexico, is 
building a one-story works for the manufacture of oil drums. 
Estimated cost, $450,000. 

_ Plans have been completed by Chalmers-Williams, Inc., 208 
South LaSalle street, Chicago, for an addition to its machin- 
ery plant, to cost $50,000 

Pence Auto Co., 8th street and Hennepin avenue, Minne 
apolis, Minn., has awarded contract for a one-story plant, 100 
by 220 feet, to cost $65,000 


S. W. Evans & Son, peng Paul street, Philadelphia, manu- 
facturer of metal products, s building an extensive addition 
to its plant to cost $125,000. 


Joplin Center Cord Tire & Rubber Co., 815 Main street, 
Joplin, Mo., is building an extensive addition to its plant 
J. L. Courvoiser is treasurer. 

The Yellow Cab Co., 57 East 21st street, Chicago, has 
awarded contract for the construction of a one-story garage, 
140 by 250 feet, to cost $85,000. 

E. G. Knight, 3617 Cedar Springs street, Dallas, Texas, has 
einai contract for the construction of a five -story garage, 
116 by 153 feet, to cost $167,000 

Swift & Co., Union Stock Yards, Chicago, is planning the 
erection of a packing plant at Sedalia, Mo., to replace the 
works recently destroyed by fire. 

Mayer Baking Co., 60th and Hazel avenues, Philadelphia, 
has awarded contract for the erection of a three -story bakery, 
125 by 130 feet, to cost $140,000. 

Board of Directors, St. Charles College, Catonsville, near 
,altimore, are planning to erect a new power plant, in con- 
nection with other buildings, to cost $180,000 

The M. W. Kellogg Co., 117 Westside avenue, Jersey 
City, N. J., manufacturer of piping and power plant equip- 
ment, is building a one-story extension to its plant. 

Rafter Machine Co., Irvington, N. J., manufacturer of 
marine engine parts, has acquired property in Bellevlile, N. J., 
where it will erect a machine shop, 112 by 164 feet. 

Wyckoff Drawn Steel Co., Frick Building, Pittsburgh, has 
plans for the erection of an extension to its plant at Wyckoff, 
Pa., to be one-story, 60 by 240 feet, to cost $60,000 

Hoskins Manufacturing Co., Detroit, manufacturer of elec- 
tric furnaces, has completed plans for a one-story top addition 
to its plant, 60 by 190 feet. B. Walker is president. 

I. Tove Co., 353 Bank street, Bridgeton, N. J., is building 
a one-story foundry, 40 by 80 feet, to cost $12,000. W. P 
Cameron, Witherspoon Building, Philadelphia, is engineer. 

A. J. Schmitz, 237 Collins avenue, Pittsburgh, is building 
an eight-story garage and warehouse, 60 by 110 feet, to cost 
$150,000. S. Waller, Nassau street, New York City, is archi- 
tect 

Standard at Co., care G. Wiegand, 2000 North 
Broadway, St. Louis, Mo., has awarded contract for the erec- 
tion of a cue enameling plant, 107 by 132 feet, to cost 
$50,000. 

Harry K. Johnson, 1003 Hibernia Building, New Orleans 
is building a new electric power plant with generating capac 
itv of 1,000 horsepower. Estimated cost, including machinery, 
$200,000. 

P. Pirsch & Co., Kenosha, Wis., has completed plans for 
the erection of a one-story addition to its plant, 100 by 100 


fect, to be used as an assembling plant. C. O. Augustine is 
architect 

Motor Transport Co., Huntington, W. Va., is building sev- 
eral extensions to its works, to include the installation of a 
new machine and repair department. W. H. Kincaid is gen- 
cral manager 

The Gryphon Rubber & Tire Corporation, 192d street, New 
York City, has completed plans for the erection of a two- 
story addition, 102 by 103 feet, to cost $75,000. D. M. Whipple 
is president. 

Midwest Piping Co., 1452 South Second strect, St. Louis, 
has awarded contract to H. O. Hirsch & Co., Wainwright 
Building, for a one-story addition, 40 by 150 feet. A. G 
Stoughton is president 

Tidewater Glass Manufacturing Co., Jacksonville, Fla., 1s 
planning extensions to its plant to include a new metal- work- 
ing department for the manufacture of caps for glass jars 
Estimated cost, $30,000. ~ 

Niagara Falls Power Co., Niagara Falls, N. Y., is building 
an extension to its electric transmission system, with new 
line from Niagara Falls to Buffalo, to cost in excess of 
$6,000,000, including steel towers 

L. M. Davis, 1616 Chancellor street, Philadelphia, is build- 
ing a two and three-story addition to his automobile service 
and repair building, 60 by 60 feet, to cost $75,000. Ralph 
N. Priest, 1627 Sansom street, is engineer 

Lutz Co., 31st street and Grays Ferry avenue, Philadelphia, 
manufacturer of machinery and parts, has completed plans 
for a one-story foundry addition, 80 by 120 feet, at its works 
at Camden, N. J. William Lutz is president. 

The J. J. Jones Hardware Co., 1017-19 Third street, Mil- 
waukee, is building a four-story brick and concrete store and 
factory, 40 by 120 feet, and will equip two floors as a sheet 
metal shop and for making hardware specialties 

Shell Oil Co., Signal Hill, Long Beach, Calif., has filed 
plans for the erection of a machine shop, 52 by 75 feet; a 
forge shop, 52 by 60 feet; service building for trucks, 44 by 
130 feet, and a general works building, 76 by 90 feet. 

Meldrum-Gabrielson Corporation, Industrial Suilding, 
Syracuse, N. Y., manufacturer of milling machines and parts, 
has awarded contract to Dawson Brothers, Union Building, 
for a one and two-story plant, 60 by 160 feet, to cost $75,000 

The K. B. Noble Co., 249 Pearl street, Hartford, Conn., 
manufacturer of contractors’ machinery and parts, has com- 
pleted plans for extensions and improvements to its plant, to 
cost $30,000. Buck & Sheldon, Inc., 60 Prospect street, 1s 
architect. 

The Bigelow Co., 92 River street, New Haven, Conn., man- 
ufacturer of steam boilers, has completed plans for a one 
story boiler shop addition, 53 by 105 feet. Henry R. Kent & 
Co., 5 Erie avenue, Rutherford, N. J., are architects and 
engineers 

W. D. Boyce, 508 North Dearborn street, Chicago, has 
retained C. H. Eckstrom, architect, 5 North LaSalle street, to 
make plans for the erection of an eight-story addition to its 
printing plant at 500-512 North Dearborn street Estimated 
cost, $400,000 

Kev West Electric Co., Key West, Fla., is planning for 
extensions and improvements to its electric power plant to 
cost $135,000, including the installation of new engine, gen- 
erator and auxiliary operating machinery. B. L.. Grooms 1s 
general manager 


NEW FACTORIES 


Maryland Refining Co., New Orleans, La., is building a 
new refinery to cost about $2,000,000 

Tabler Brothers, Pittsburgh, Kans., is building a new ic¢ 
and cold storage plant, to cost $150,000. 

Eggleston Oil Corporation, Somerset, Texas, is planning 
the erection of a new refinery, to cost $55,000. 

Union Ice Co., Pittsburgh, has completed plans for a new 
two-story plant, 70 by 160 feet, to cost $100,000 

Weaver Canadian Co., Ltd., Chatham, Ont., recently organ- 
ized, will build a plant for the manufacture of jacks 

The Carris-Franklin Sales Co., Cleveland, is building 
two-story garage to cost $100,000. L. C. Carris is manager 

E. A. Wettengel, 578 Pierce avenue, Appleton, Wis., is hav- 
ing plans prepared for the construction of a one and two-story 
paper mill, 80 by 555 feet, on Blair Spring Site Estimated 
cost, $800,000. 
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TEST SPECIAL 


KUBBER BELTING 
endured it 


After numerous belting troubles, the Tacony Steel Company of 
Philadelphia finally selected Test Speciai Rubber Belting for this 
belt-devouring drive—a hot saw cutting nickel chrome steel of great 
density and toughness. 





—other belts lasted one month. 

Test Special Rubber Belting showed an average 

life of three months 
The conditions speak for themselves—a belt traveling over small 
pulleys at 5654 feet per minute—a sudden belt-racking strain when 
the saw bites into the steel—a shower of sparks and steel particles 

BELT KILLING WORK. But Test Special proved its worth 

\nd—consider this—it cost less than the other kind. 


Test Special Belting with copy 
Engineering” sent on request. 


NEW YORK BELTING & PACKING CU. 


New York Boston St. Louis Philadelphia 
Pittsbu Salt Lake City Chicago San Francisco 





When writing to Advertisers please mention Minti. Suppiirs 

















J. Kirby, 
for the 
$200,000 


Kirby Building, Cleveland, ha 


erection Of a five-story varage, O02 by 


City Council, Traverse City, Mich., is buildin new hydro 
electric generating plant on the Boardman river, to cos 
$250,000 

Producers’ & Refiners’ Corporation, Tulsa, Okl: Nas co 
pleted plans for the erection of a new oll refi 


local site 
H. T. McFarlane, 532 

ing a six-story 

cost $400,000 


Wire 


South Canal street, Chicago, 


utomobile body plant, 115 by 116 feet 


Peerless Fence Manufacturing Co., Adrian, 


planning to establish a plant in Memphis, Tenn., on a site 
313 by 350 icet 
Sewell Clapp Envelope Co., 23 Desplaines street, Chicage 


has awarded contract tor a one and two-story printing 1) 
to cost $250,000 


Pendergast Fence oe. Fort Madison, 


new one-story and basement tactory, 


lowa, is buildis 
60 by 120 feet, to mami 


facture wire fencing 
Chelyan Electric, Water & Ice Co., Chelyan, W. Va., is 
building new ice-manufacturing plant. Ernest E. Coon is 


secretary and treasurer 
Harvey Spring & 

crection of a three-story factory, 

one recently destroyed by fire 


Wis., is planning the 
60 by 120 feet, to replace the 


Forge Co., Racine, 


Rumford Railroad 


awarded contract for the 


Press Co., street, Concord, N. H., has 


construction of a four-story factory. 
8] by 180 feet, to cost $175,000 
E. W. Bredemeier & Cée.. 213 North Morgan street, Cli 


cago, has awarded contract for a 


three-story 
132 feet, to cost $250,000 


printing plant, 


Columbia Railway & Navigation Co., Columbia, S. C., is 


building a new hydroelectric generating plant to cost $5,000, 


000. G. A. Guignard is president 

Grass Fibre Pulp & Paper Co., Tampa, Fla., is building 
plant at Leesburg, Fla., for the manufacture of paper puly 
C. F. Logan is consulting engineer 

Shelbyville Ice Co., Shelbyville, Ill, is building a new 


ice-manufacturing plant, with an initial daily capacity 
65 tons. D. B. Isenberg is president. 
Oil Products Co., Waxahachie, Texas, has started 
work on the erection of a new oil refinery, to cost $500,000, 
including machinery and equipment 

Fuller Brush Co., Inc., 74 Union Place, Hartford, Conn.., is 
building a four-story factory for the manufacture of brushes 
of all kinds. Estimated cost, $250,000 

Auto Sales & ‘Service Co., Newark, N. J., has completed 
plans for a one and two-story automobile service and machine 
works, 200 by 397 feet, to cost $208,000 


Tomahawk Steel & Iron Co., Tomahawk, Wis., is building 
a one-story plant, 100 by 180 feet, for the manufacture oi 
structural steel. W. Drever is president. 


yt about 


Texas 


Onondaga Pottery Co., 1858 West Fayette street, Syracuse, 
N. Y., has awarded contract for the erection of a one-story 
pottery, 140 by 700 feet, to cost $200,000. ‘ 

Ford Motor Co., Detroit, has acquired about two acres o 
land at Huntington, W. Va., as a site for a new assembling 
plant. E. Vernon Carter is local manager 


Rainbow Oil Co., Greenville, Miss., recently organized with 
a capital stock of $500,000, is building a new oil 
E. L. Wortham, El Doado, Ark., is manager. 

The Easthampton Foundry Co., Easthampton, Mass., is 
erecting a concrete block foundry, one-story, 40 by 50 feet, 
with 12 by 30-foot and 16 by 19-foot wings 


refinery 


Iroquois Natural Gas Co., Iroquois Building, Buffalo, N. \ 
is building a plant for the manufacture of gas, to cost $4,000, 
000. L. Brown, Iroquois Building, is engineer. 

The L. Rosenfeld Manufacturing Co., Baltimore, Md., man 
ufacturer of utensils for dairy and ice cream plants, is building 
a factory, 40 by 125 feet. Louis Rosenfeld is president 

Wilgus Manufacturing Co., Boyd and Wall streets, Los 
Angeles, Calif., manufacturer of oil burners and steam spe 
cialties, is building a new one-story plant, 50 by 120 feet 

Portz Bros. Malt & Grain Co., Hartford, Wis., has awarded 
contract for the erection of a four-story condensory and pas 
teurizing plant, 64 by 120 feet, to cost $50,000. C. O. Augus 
tine is architect 








Dravat & Troubman, 340 Windsor avenue, Hartford, Conn., 


is having plans 








prepared for a new three-story automobile 

service and repair works, 95 by 100 feet, to cost $100,000. 

international Paper Co., 30 Broad street, New York City, 
has started work on its new hydro-electric gvenerating plant 
on the Saranac rive r, neat Cadyville, N. ¥ to cost $250,000 

Phe Ke Isey Motor Co., 25 Banford Place, Newark, N J aan 
building a new plant at Belleville, N. J., on a sevén-acre tract 
ecenuly cq ed. It will be used for the manufacture and 
ss bhi Oo rt 

( k Thread Cc Ni wark, N | has irchased a tract of 

ht acres t Bloomfield, N. J ind will erect two bleaching 
orks, } a eet and 56 b 74 feet: a power house, 75 by 
() feet, nad a matir 1] nN 

New England Brewing Co., 513 Windsor avenue, Hartford, 
Cont | s aw d d contract for the construction of a three 
~tor\ ctory ‘ by 200 fee for the manufacture of food 
1roducts. Estimated cost, $75,000 

The Wheeler Co., care the Graham Beach Xealty Co., 


1 
I 
N. Y.. has acquired 17 lots on Coney Island Creek, 


Matbush section, ior 


the establishment of a new shipbuildins 
t 


oO specialize in the construction and repair of small 





Light & Power Corporation, Fresno, Calif., is 


two hvdroelectric generating plants on the Ker: 
river, one to have a capacity of about 16,800 horse power, to 
cost $1,000,000; the other to have a rating of 7,700 hors« 


powell 


and to cost $880,000 


The Lamson Co., Boston, Mass., manufacturer of conveying 
machinery and pneumatic tubes, has commissioned J. T. Cow 
ley, Lowell, Mass., architect and engineer, to prepare plans 
for the erection of its new works at Eastwood, near Syra 
cuse, N. Y., to cost $1,000,000. William F. Merrill is pres 
dent 

Port Commission, Norfolk, Va. is building a new grat 


elevator, to cost $700,000, including equipment consisting of 
transmission and other machinery. Load 
ing and unloading machinery and hoisting equipment will also 
be installed on thie pier erected by the 
cost $500,000. 

Phe Van Zandt Cotton Oil Co., Wills Point, Tex., recently 
organized with a capitalization of $600,000, is planning to 
a new plant, to cost $100,000. W. P. Allen 1s manager 

Rule-Jayton Cotton Oil Co., Stamford, Texas, has 
pleted plans for the erection of a cotton oil mill to 
$100,000. C. M. Francis is 

Metals Coating Co. of America, manufacturer and distrib 
utor of the Schoop Metal Spraying Process, by means of 
which metallic coatings of any kind may be sprayed onto any 
now in full operating at its new plant, 495-497 
North Third street, Philadelphia, having removed from their 
former Boston, Mass., and Woonsocket, R. L., locations 


loaders, conveyors, 


to be commission, to 


erect 
com 
cost 


manager 


surface, is 


INCREASED CAPITAL 


The J. Cutler Iron Works, Brooklyn, N. ¥ 
its capital stock from $4,200 to $30,000 


has increased 


The Welded Products Co., Birmingham, Ala., has increased 
its capital stock from $50,000 to $100,000. 

The capital stock of the Ogdensburg Gas Co., Ogdensburg, 
N. Y., has increased from $100,000 to $150,000. 

Potsdam Electric Light & Power Co., Potsdam, N. Y., has 
increased its capital stock from $22,000 to $75,000. 

The capital stock of the Valley Forge Steel & Tool Co., 
Chicago, has been increased from $12,000 to $20,000. 

Adria Motor Car Corporation, Buffalo, N. Y., recently 
ncreased its capitalization from $1,000,000 to $5,000,000 

The Klevensteuber-White Foundry Co., Birmingham, Ala., 
recently increased its capital stock from $10,000 to $20,000 

The National Cash Register Co. Dayton, Ohio, announces 
an increase in its capital stock from $15,000,000 to $30,000,000 
& Lighting 


The capital stock of the Ogdensburg Power 
. from $100,000 to 


Co., Potsdam, N. Y., has increased 
$150,000 

The capital 
\Waterbury, 
$295,875 


been 


the 
been 


stock of Manufacturers’ Foundry Co., 


Conn., has increased from $197,250 to 





The Ireland & Matthews Manufacturing Co., Detroit, Mich., 

increased its capital stock by $700,000. George H. Bar 
bour is president; David M. Ireland, vice-president, and T, F. 
DuCharme, treasurer. 


has 
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The “Better Belt’”’ 


DURATEX 


DURATEX 


Red Stitched Canvas 


Finding Favor with 
USERS of Belting 
for its flexibility. It 
will not get hard. 


Black Special 
Appealing to USERS 


of Belting requiring a 
water or acid resisting 
product. 


Write us for name of our Distributor 


in 


your Territory. 


BALTIMORE, MD. 


(Manufacturers of the Quality Belting) 





Republic Belting Co., Inc. 

















LAY% BROOMS 


Mean Sweeping Efficiency 


250 
NEW SATISFIED CUSTOMERS 


since March Ist. 


LAY BROOMS maintain their supremacy be- 
cause we have never ceased striving to make 
even better brooms. Every feature that makes 
for broom economy, durability and broom 
goodness is incorporated in their construction 
and will continue to be. 


The STAPLED METAL CASE and the AUX- 
ILIARY METAL BAND are Exclusive features 
in the LAY BROOMS and the reason why they 
Hold Their Shape until Worn to a Stub. 





Honestly 
Made 


Absolutely 
Guaranteed 


“Standard for Forty Years” 


LAY BROOMS are most durable and effective 
for all classes of heavy sweeping. They sweep 
fine dust and bulky dirt clean the first time 
over because of their Jarge perfect sweeping tip. 


LAY BROOMS are most excellent for general 
factory and shop purposes and do not suffer 
abuse by striking machinery. 


Every LAY BROOM is backed by our UN- 
QUALIFIED GUARANTEE as to material 
and workmanship. 
DON’T BUY JUST BROOMS 
—BUY LAY BROOMS 


Write for Latest Revised Prices 


The Joseph Lay Company 
Ridgeville, Indiana 


Originators of the Metal Case Broom 
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The Southern 
increased its 
president 


Steel 


stock to 


Electric 
capital 


has 
Keyser is 


Co., Lynchburg, Va., 
$100,000. Joseph 


The capital stock of the Reed Foundry & Machine Co., 
Kalamazoo, Mich., has been increased from $250,000 to 
$1,000,000. 

The Prest Machine Works Co., Oklahoma City, Okla., 


announces an increase in capital stock from $6,000 to $40,000 
John B. Prest is president 

Announcement has been made by the Hannawa Falls Water 
Power Co., Potsdam, N. Y., of an increase in its capital stock 
from $300,000 to $1,000,000. 

Drop Head Projector Co., Fond du Lac, Wis., manufac- 
turer of portable motion picture machines, has increased its 
capital stock to $750,000. 


At a recent stockholders’ meeting of Peck, Stow & Wilcox 
Co., Southington, Conn., it was decided to increase the capital 
stock from $1,500,000 to $2,000,000. 

The capital stock of the Syracuse Lighting Co., Syracuse, 
N. Y., has been increased from $4,000,000 to $5,000,000, the 
proceeds to be used for extensions to its plant 


The Thompson-Case Oil & Rubber Co., Chattanooga, 
Tenn., has changed its firm name to the Thompson-Case 


Rubber Co., and has increased its capital stock to $50,000 for 
extensions to its plant. 


The Electric Heating Apparatus Co., New York City, 
recently increased its capital stock from $20,000 to $70,000 

The capital stock of the Steel Rack File & Ledger Co., Chi- 
cago, was recently increased from $25,000 to $75,000 

New Haven Machine Co., 157 Orange avenue, New Haven, 
Conn., announces an increase in capital stock from $25,000 


to $75,000. The company expects a 
business during the coming year 
to finance necessary expansion 


large 
and the 


increase in its 
increase was made 


Davton Aluminum Manufacturing Co., Dayton, 
increased its capital stock from $10,000 to $50,000. The com- 
pany recently amalgamated with the Consolidated Manufac- 
turing Co. and ——- will be carried on at the plant of 
the latter at 28 North Canal street. 


The capital stock of the Biggam Trailer Co., 425 East 
Water street, Milwaukee, has been increased to $250,000 pre 
ferred and 15,000 shares of common stock without par value 

The Equalizer Roller Bearing Co., Cleveland, 
an increase in capital to $750,000, 


Ohio, has 


announces 


Sidney Thompson, president of the Defiance Screw 
Machine Products Co., Defiance Ohio, announces that the 
capital stock of the company has been increased from $40,000 
to $50,000. The company has recently taken over the Napo- 
leon Tool & Machine Co., and changed its name to the 
Napoleon Products Co. It manufactures automobile parts 


NEW INCORPORATIONS 


Mora Pump Co., Ashland, Ore., $100,000, by James Caven, 


T. R. Kelley and H. E. Patton. 
Union Rubber Co., Inc., Calais, Me., $400,000, by C. L. Lello 
and Harold H. Murchte, Calaie 


Grip Tool & Machine Co., Worcester, 
John Hjort, Carl G. Grip and John F 
Shiftlock Steering Wheel Co., Ltd., 
by James N. Bicknell and Albert O. L. 
_ Berry Oil Gas Burner Co., Schnellville, Ind., has been 
incorporated by J. A. Berry, J. W. Haas and F. A. oe 
Universal Valve Co., New Britain, Conn., $25,000, by E. P 
surns, M. C. LeWitt and George LeWitt, 17 Main street. 
Pennsylvania Supply & Manufacturing Co., Allentown, Pa., 


$50,000, by Charles B. Kuhns, Harvey L Kuhns and George 
A. Kuhns. 


Mass., 

Hjort 

Toronto, 
Burnese 


$50,000, by 


Ont., $75,000, 


Wopeco Machine Co., New Haven, Conn,, $60,000, by 
Joseph W. Comerford, William S. Perry and George H. 
Woodruff 

Ringless Piston Replacement Corporation, Dover, Del., 
$3,000,000. The directors are T. L. Croteau, M. A. Bruce and 
S.. E. Dill. 

Thomas Coupling Corporation, Dunkirk, N. Y., $1,000,000, 
to manufacture couplings and clamps. R. W. Snow, Dunkirk, 
is representative. 

Mechanical & Electrical. Manufacturing Co., Bethel, Me., 


$100,000. Theodore 


Morin is president and treasurer; 
e: Park is secretary. 


Ellery 


Cortlandt Machinery & 
$10,000, by 1. B. 
H. S$. Bird, 


Equipment 
Bird, 3.. A. 
Woolworth 


Co... New 
Atkinson, G. C 
Building 


York City, 
Broome and 


Perry Manufacturing Co., Argentine, Ind., $10,000, by 
Nathaniel Golden, William E. Florence, North Reading, 
Mass., and Thomas O’Callaghan. 

Pitt Tractor Co., Wilmington, Del., $400,000, to manufac- 


ture tractors and parts. 
Co., Ford Building, 

Victoria Polish-American 
Mass., $100,000, to 
Incorporators include 


It is represented by Colonial Charter 
Wilmington 
Manufacturing 
manutacture 
Josef Pikul. 
Pneumatic Conveyor Co., Philadelphia, $1,000,000, 
ufacture pneumatic conveying equipment 
by F. R. Hansell, Land Title Building. 
Efficiency Engineering Co., 
ufacture 


Co, 
agricultural 


Holyoke, 


implements 


to man- 
It is represented 


Orlando, 


Fla., $30,000, to man- 
special driving mechanisms. 


Incorporators include 


P. L. Bilingsley and M. O. Overstreet 

Oil Burning Installation Co., New York City, $125,000, to 
manufacture oil-burning equipment. Incorporators: A. W. 
Levy, B. Alexander and E. A. Pierce 


Putnam Fluid Lift Co., 
manutacture equipment 
S. C. Barton, F. M. 


3reckenridge, Texas, $25,000, to 
for oil well service. Incorporators: 
Gill and C. O. Lund 

Morgan Harvester Co., New York City, $11,000,000, to 
manufacture agricultural implements. It is represented by 
the United States Corporation, 65 Cedar street 


Woodward Wrench Co., Springfield, Mass., $500,000, by 
William S. Thompson, president; Benjamin W. Woodward, 
vice-president, and Charles M. Corins, treasurer 


Master Oil Burner Co., 351 West 
been incorporated to manufacture 
rators: D. S: Jerka,, ¥. 7. 

Western Metal Products Co., 
facture metal goods. 


MacIntyre 


has 
Incorpo 


59th street, Chicago, 
heating devices 
Condon and L. A. Lawson 
Toliet, Ill., $50,000, to manu 
Incorporators: W alter B. Stewart, A. D 
and Frederick A. Hill, 314 Barber Building 
University Can Co., Cambridge, Mass., $25,000, to manu 
‘ee metal goods. Incorporators: Edward W. Manning, 
A. F. Manning and John J. O’Brine, Worcester, Mass. 
Poi imin Products Corporation, Jersey City, N. J., $1,000, 


000, to manufacture rubber goods. It is represented by the 
Registrar & Transfer Co., 900 Market street, Wilmington, 
Del. 

The H. W. Steel Shank & Specialty Co., Ltd., Preston, 
Ont., $50,000, to manufacture tools and machinery. Incor- 
porators: Frederick P. Steel, S. H. Parker and Henry W. 
Steel 

Sani Products Co. Ltd., Toronto, Canada, $40,000, to 
manufacture sanitary metal and wood products. Incorpo- 
rators: John S. Dugan, Willis B. Stirrup and Thomas S. H 
Giles. 


Automatic Heating Corporation, Boston, $200,000, 
facture heating equipment. Incorporators: 


to manu- 
James E. Camp- 


bell, Cambridge; Eugene T. Vincent and William H. Kraus, 
Boston 

Stoughton Nipple Manufacturing Co., Stoughton, Mass., 
$25,000, to manufacture machinery. Incorporators: C,. L. 
Pratt and John D. Sillen, Quincy, Mass., and Fred C. 
Phillips. 

The Great West Farm Machines, Ltd., Milverton, Ont., 
$300,000, to manufacture farm implements and machinery. 
Incorporators: Henry C. Mohr, Enos Nafziger and John 
Soshart. 

Silent Flush Valve Co., Springfield, Mass., $300,000, to 


manufacture plumbing specialties. Patrick J 


Incorporators: 


Donaghey, Boston; Howard S. Ferris and John V. Clark, 
Arlington. 

Soloun-Struchlek Specialty Co., Milwaukee, Wis., $80,000, 
to manufacture machinery. Incorporators: John M. Stuch- 


lek, Martin V. Soloun and Arthur A. Glanz, 820 Tenth street, 
Milwaukee. 


Lake Champlain Pulp & Paper Corporation, Plattsburg, 
N. Y., $200,000, to manufacture pulp and paper products. 
The principal incorporator is Thomson Douglas, 4 Elk street, 
Albany, N. Y. 


Alfred Herbert, Ltd., Toronto, 
facture and deal in machinery, 
products. James C. Blair of 
representative. 


Ont., $100,000, to manu- 
boilers, tools iron and steel 
Toronto, is the company’s 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 







The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 





SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 














PULLING ORDERS FOR YOU +——- 
DURAPUL BELT-TREATMENT ™ 


is sold under our 


Free Trial Guaranty 


WE BACK YOU 
WILL YOU BACK DURAPUL? 





NO RISK FOR YOU 


ASK US HOW 


\MERICAN AGRAMID CORPORATION 
Flushing, New York 











We have customers who have been buying from 
us for thirty-three years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 

















m Mitt Supprirs. 
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Marcellus Corporation, Marcellus, Mich., $150,000, to man 
ufacture gas and oil-burning engines and pumping machin- 
ery. Incorporators: Frank Patch and B. C: Pittman, Mar- 
cellus 

Power Driven Machine Gun Corporation, New York City 
$100,000, by J. F. Mathias, W. D. O’Gorman and P. M. Kelly 
It is represented by Hardy, Stanoliffe & Whitaker, 165 
Broadway 

Harrisburg Machine & Electric Welding Co., Harrisburg, 
Pa., has been organized to manufacture machinery and parts. 
Incorporators include John Fox Weiss and Elmer R. Erb, 
Harrisburg 





Trent Rubber Co., Trenton, N. J., has been incorporated 
with a capital of 10,000 shares of stock of no par value, by 
William V. Lee, 1. M. Martino and Frank H. Thropp, Enter 
prise avenue 

Ampere Boiler & Tank Co., East Oran 


notice of Organization to manufacture boilers, tanks, etc 





: It 
is headed by Elwood B. Hendricks, 645 Springfield avenue, 
Fast Orange 


Monarch Manufacturing Co., Jersey City, N. J., $50,000, to 
tianufacture pumping machinery and parts. Incorporators 
Joseph DP. Montague, H. B. Watson and Frederick C. Hem 
665 Newark avenue 


Gifford Sere 





Worcester, Mass., has beer 
of stock without par valu 


Incorporators: William E. Gifford, ]. Bovd Coates, Glensid 





Incorporate d wit! 











Cer \lar cturit Co., Bosto Mass., $25,000, to 1 
utacti to ‘ ccessories \1 ] Ke n, 146 Shirle 
Vel . Re \lass presidet an David Adelso 150 
( pbell ! trea 

lo I} Le N C hiladelpl as bee ncorpo 
ted ne 1) ] ] ipital on of $1,000,000 
ta : olt 4 ‘ esented b | 1 
a | Title | Id 

Vul Co N« Yo Cit $50,000, 

d rod n¢ her met d 
Incorporat H. J. Friedman, A. G. Solomon, 200. Fiftl 
[. Nin 
H ‘ Eq ( ly 251 2 A ( 
( \ S| Q.000, ( AT t 

1 i or es 1 ( 11¢ \ nie CO t1 t 

cs | \] ~ d is ecsident 

| zz Co.. 326 West Madison stre ( ( 
STO,000 rob ( ind othe ubb« or 
ucts t ( it I. G. Pressle " esident 4 ag Ik 
tre « in | nn ni Se retay 

Ins ) Ele Wate Heat Co ) oO | oO 
ly N bee cl tered to ma cture ele c wate 
eat ( Incorporators | Feinn \1 Holl ( 
ind S NKubint 24 Co t st et 

Superi Radiator Co., Hanover, I? $25,000, to anufac 
ture automobile radiators. Incorporators include E. P. Went 

Wigham Wire Co., Ltd., Hamilton, Ont., $250,000, by Tames 
Chisholm, T. B. McQuesten, and ot} 

Bunnell-Stevens Co., recently organized ndet 
laws | capit stock of $400,000, will operate 
New York for the manufacture of engines and machine 
ig represented by R. D. Bunnell, 2: Rector street 

Commercial Pattern & Manufacturing Co., Detroit, $40,000 
to manufacture metal patterns, brass and aluminum castings 
Incorporators: Ernest J. Rousseau, Lynn ¢ Beadk nd I 

J. Roussea The headquarters are at 8772 Quincy aver 


Christopher Marine Chain Propeller Corporation, Rahwa 
N. J., $350,000, to manufacture chains and other equipment for 
marine service. Incorporators: Edwin S Gale and Charles 
I Gale, Port Richmond, N. Y., and Wilham PB. Christophe 
Rahway 

Detroit Machine Products Co., Detroit, $200,000, to mat 
ufacture machinery and tools Incorporators include Edwin 
\. Leichfield and Water A. Foster, Detroit It is represented 
by the Delaware Registration Trust Co., 900 Market street, 
Wilmineton, Del 

Federal Pipe & Supply Co., 900 Campbell avenue, Chicago, 


to engage n the jobbin oF pipe and fittin The officers 








are Harold J. Murphy, president; J. J. Mu vice-pres 
dent, F. E. Carey, secretary and treasurer George J 
Hallig 1 inage 

Pacific Coast Tire & Rubber Manufacturing Co.. Los 


Angeles, $2,000,000, to manufacture rubber products. Incor- 


porators: J. B. Treadwell, O. ¢ kimery and William B 
Wightman. It is represented by Owen C. Emery, 106-A East 
l;roadway, Glendale, Calif 

John P. Smith, Inc., Philadelphia, has been organized to 
manufacture heating equipment, piping and boilers. Incor 
porators: John P. Smith, Joseph S. Shusted and Franklin S 
Morehouse. The company is represented by Leighton P 
Stradley, Land Title Building 

Philadelphia Piston & Grinding Co., Philadelphia, has beet 
organized to manufacture automobile engine cylinders and 
pistons Incorporators are Harry J. McClece Ss, Earl J McClees 
and Harry D. Weightman. The company is represented by 
Mhomas H. McCaffrey, 1418 Walnut street 

Parmac Manufacturing Co., Milwaukee, Wis., has bee 
organized to manufacture iron and brass pipe nipples. The 
new company has established headquarters at 814 Winnebago 
treet The officers ar V H Parker, president; W. H 
: I vic resi | ( MeNulty, secre 





tary and 


», Has Deen 1ncOol 
il stock of $100,000, 
Forest Hills, N 
ind couplings It is represented 


(o ff America. du Pont Building. 
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Enterpris s, bristo beni 
acturer « nine and indust 
\ , is no\ <tendit 5 iti or the facture 
oO compl 1 Mine ( 
Charles William Eldredge, 10 SEVCT vears associat 
with the Chapman Valve Manufacturi Co., Springfield 


Mass.. and more recenth in ch< ree of the H \\ lohns Man 
ville Co., \MLontreal branch, died September 9 at his hom« 


Kast Longmeadow, Mass 


Phe Harrisbur Corporation, Harrisburg, Pa., has take 
over the control of the Harrisbur Foundry & Machine 
Works, Harrisbur¢ It manufactures engines and. othe: 
inechanical equipment \lfred Sohland is president, and (¢ 


H. Israel, general sales manager 

lhe Universal Portland Cement Co. announces a reductior 
n its selling prices for Universal Portland cement, effective 
September 15, of 20 cents per barrel at its Chicago plant, 
and 15 cents per barrel at its Pittsburgh and Duluth plants 


This is the second price reduction made by this company 


this vear 
. Mass., has 


Fitschburg, 


Rehance Machine & Spe cialty Co., Bostor 
been consolidated with the Union Machine Co. 
Mass The lamai plant of the former company will be 
moved to Fitchbr rg, where It will blished in the 
Union Works in that city The company will manufacture 
self-lubricatine bushings and bearings 





be esta 




















MILL QUPPILUES 





LUNKENHEIME 
Satety 
on -Keturn Valves 




















LUNKENHEIMER SAFETY NON-RETURN VALVES have proved their reliability 
in service, automatically closing and instantaneously cutting out a boiler connected in 
battery when the pressure within the boiler, through accident or otherwise, suddenly 
drops below that in the header. Their action facilitates the continued operation of the 
other boilers and enables the plant operatives to pursue their duties with safety. 


Workmen who may have occasion to enter a dead boiler for cleaning or repairs are 
likewise protected, as these Valves cannot be opened by hand. 








Sizes 3 to 10 inches, in Iron Body Bronze Mounted for pressures up to 250 pounds, 


and in Cast Steel Monel Mounted for pressure up to 350 pounds and temperature to 
800° F. 


Mill Supply Men should consider the importance of selling a NON-RETURN VALVE 


of established merit. “SAFETY” to your customer is paramount. 


Concentrate on Lunkenheimer Products. 


THE LUNKENHEIMER ¢e: 


——=" QUALITY "=—— 


LARGEST MANUFACTURERS OF 
HIGH GRADE ENGINEERING SPECIALTIES 





CURRENT EDITION 
Of CATALOG BEARS 








nese IN THE WORLD 
” NEW YORK BOSTON 
COPIES PROCURABLE FROM Cl NC | NN 7 
LUNKENHEIMER CHICAGO ATI LONDON 
DISTRIBUTORS EXPORT DEPT. 129-135 LAFAYETTE ST., NEW YORK 10-18-36 
i 
70 r 


When writing to Advertisers please mention MILL SuppLies 
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The following officers were elected at the annual stock- 
holders’ meeting of the Covert Gear Co., Lockport, N. Y.; 
\lwyn A. Gloectzner, president and general manager; Frank 


These, 
Riley and Harry G 
board of directors 


with Robert 
Stoddard, 


T. Mosher, vice-president and treasurer. 
C. Morse, Boston, George \\ 
Worcester, Mass., compose 

Perfection Hoist & Engine Co., Milwaukee, manutacture: 
ot electrogenerating system tor farms and horizontal 
for motor dump trucks, has purchased the former plant oj 
the Two Rivers Plating & Manufacturing Co., Two Rivers, 
\Vis., and has moved its factory and that city 
Walter F. Mayer, 221 Grand avenue, Milwaukee, is secretary 

Frank Blauvelt, first vice-president of R. K. Carter & Co., 
New York City, died August 31, aged 59 years. Mr. Blauvelt 
started his career in the hardware business with Alfred Field 
& Co. He later went with R. kK. Carter and remained 
them until his death, at which time he was first vice-presi 
dent. He was well known both to the jobbing trade and 
the manufacturers. 

The A. P. Swoyer Co., 17 North 7th street, Philadelphia, 
has been purchased and the premises formerly occupied by 
Swover leased to U. T. Hungerford Brass & Copper Co., 
510 Arch street, Philadelphia. Possession was taken by the 
Hungerford company September 1 and it will carry a full 
ling ot brass, copper, Tobin bronze, nickel siler and Monel 
metal products in Philadelphia. 

Raymond Searing Baldwin, formerly with J. H. Williams 
& Co., manufacturer of drop , died at his summer 
home near Westerly, R. I., from heart disease, September 3 
\t the time of his retirement from J. H. Williams & Co., 
he was controller and assistant treasurer of the company 
\s assistant to the president he had charge of the design 
and erection of the company’s plant at Buffalo 

Reeves Pulley Co., Columbus, Ind., 
ments with Manning, Maxwell & Moore, 
street, New York City, 


the 


hoists 


offices to 


with 


forgings 


has made arrange- 
Inc., 119 West 40th 


whereby the latter assumes the exclu 


sive agency for the Reeves variable speed transmission in 
the New York territory. Manning, Maxwell & Moore will 
carry a complete assortment of repair parts for these trans 


missions as well as the Reeves wood split pulley 


The Moline Plow Co., Moline, Ill, its negotiating plans 
for taking over the business of the Moline Engine Co., 
which operated the Root & Vandervoort plant in East 
Moline The machinery in the East Moline plant is being 


dismantled and will be removed to the tractor plant of th« 
Moline Plow Co. in Rock Island, Ill., where it will be used 
for the production of tractor and automobile engines. 


Consolidation of the Rex File Co., Newcomerstown, Ohio, 
and the Vixen Tool Co., Newark, N. J., with the Heller 
Brothers Co., Newark, N. J., is announced by the Heller 
Brothers Co., through its president, Paul E. Heller. The 
only change in the personnel is the transfer of Walter ID 
Craft, secretary-treasurer of the Vixen company, to the 
domestic sales managership of the consolidated organizations 

J. E. Haetten & Co., dealer in machine tools and con 
tractors’ machinery, has absorbed the Engineering Equip 
ment & Supply Co., and has moved from 299 Broadway to 


new. offices at 30 Church street, New York City. Officers 
of the consolidated company are J. E. Haetten, president; 
F. C. Young, formerly president of the Engineering Equip 
ment & Supply Co., vice-president; Herbert Wilson, secretary 
and treasurer, and C. .\. Bergman, chief 


The Dodge Sales & Envineering Co. of Boston will occupy 


enginec! 


ve 


space No. 36 at the International Textile Exposition to be 
held in Mechanics Building, Boston, October 31 to Novembet 
5. They will exhibit a complete line of power transmission 


material manufactured by the Dodge Manufacturing Co., at 
Mishawaka, Ind., including the Dodge steel hanger, and th« 


Dodge heavy oil engine. The exhibition will be in charge 
of the district sales manager of New England, assisted by 
his salesmen 


Lumen Bearing Co., of Buffalo, N. Y., and Youngstown, 
Ohio, manufacturer of brass and bronze bearings, has found 
it necessary, On account of increased activities, to locate a 
branch office in the Chicago district. The new office, which 
is at 15 North Jefferson street, is in charge of H. S. Huncke, 
Western sales manager, with Henry Waters as associate 
salesman. The office will have charge of all business west 
of and including Michigan, with the exception of Detroit; 
also west of a line from Toledo to Columbus to Cincinnati, 
Ohio, Kentucky, Tennessee and Georgia. 

Arrangements have been perfected for a merger of the 
General Asbestos & Rubber Co., 58 Warren street, New York 
City, and the Raybestos Co., Bridgeport, Conn., under the 





first noted name. The consolidated company will have assets 


of $9,615,000. The General Asbestos Co. operates a large 
plant at North Charleston, S. C., for the manufacture ot 
brake lining The Rybestos Co., in addition to the Bridge 
port works, has plants at Peterboro, Ont., and Stratford, 
Conn. C. Bissell Jenkins is chairman of the board, and 
Sumner Simpson, president of the new organization 

The Oliver Manufacturing Co., Chicago, and the Barth 
Manufacturing Co., of Milwaukee, have consolidated as the 
Oliver-Barth Jack Co., with address at 348-352 Milwaukee 
strect, Milwaukee, Wis. The new corporation will be unde 
the active management of Helmus B. Wells, who has for 


Northwestern 


the past fifteen years been secretary of the 
Malleable Iron Co., which has supplied castings for the 
Oliver line of jacks for the past thirty years. Mr. Oliver 
who invented the entire line of the Oliver Co., and has man 
that company started, retains a_ substantial 
interest in— the corporation and is its vice-president 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 


aved since tt 


new 


insertion. Count nine words to a line. 
SITUATIONS WANTED 
WANTED—Position by transmission engineer. Thirteen 


years design, erection, installation, executive, estimating and 


sales experience. Also thoroughly familiar with elevating, 
conveying, power transmission machinery, mill and factory 
machinery and supplies. Address No. 691, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 
WANTED—Position as sales manager with relhable mull 
supply house Technical graduate, associate member A. S 
M. E., member American Association Engineers Age 27 


Experienced in the sale of mechanical equipment for power 


plants, brick plants, mines, grain elevators, canning plants, 
sand plants, factories, ete At present chief engineer for 
laree deep well pump manufacturer. Initial salary secondary 
if you have real opportunity Address No. 692, care MILI 


SUPPLIES, 537 S. Dearborn St., Chicago 


MILL SUPPLY MAN WANTED 


WANTED—Experienced mill supply man capable of tak 
ing full charge of well established mill supply department 
in Virginia Only those having executive ability and 
experience need apply Good position for right party 
Address R-42, care MILL SUPPLIES, 537 S. Dearborn St., 


Chica PO, Il. 


OFFICE MAN WANTED 
WANTED—Office man for large plumbing and mill supply 
house in Virginia. Must be acquainted with both plumbing 
and mill supplies. Capable of handling details of each. Good 
opportunity and good salary if he makes good. Address No 
MILI. SUPPLIES, 537 S. Dearborn St., Chicago 


SYSTEMATIZE YOUR STOCK ROOM 





O93, care 





Wi Nave 
cards ior all kinds oO 
labeling the 
null, plumbing, ¢ 
as, and water supply houses, 
shops, foundries, oil 


ibel 
fittings and supplies 


stock 


over two million printed 1 


lem .. 3x2 


CAP SCREW '°' 


L ot 


bins in. the 


lectrical, 


roolls 
mine, steam, 
machine 


railroads, shipbuilders, 


refineries, iro1 


coal mining companies, 
and steel mills, automobile and truck manufacturers, machin 
ery, tools, and agricultural implement manufacturers, hard 
ware, etc. Send for catalogue, samples and free copy ol 
booklet: How to Systematize the Stock Room Haddon 


Bin Label Co., Haddon 


Heights, N ] 
SEWAGE DISPOSAL SYSTEM. 


With or without 
Address Russell Sewage 


Sewage disposal outside sewer district. 
water works. Use Russell Systems. 
Disposal Co., Burlington, Iowa. 





amma 


McCAULEY BELTING COMPANY 


LEATHER BELTING 
412-420 ORLEANS STREET, CHICAGO, ILL. 


camomile 





























INIULL GUP PILES 








A SELLING ARGUMENT 


HE reason why the 

Williams Valve is a 

Leader with most 
dealers, is not on account 
of the demand created by 
our advertising, but simply 
because it is a valve that 
can be sold chiefly on the 
Strength of Quality. 





Our Line is the recognized standard on 


Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 








After you have seen and con 
sidered its many good points and 
features, you will readily under 
stand why the Williams Valve 
appeals to the engineers 0 
strongly. 













Write 


FIRST—It is made of the Best metal that 
for money can buy 

SECOND—It is heavier than most othe 
Catalog Valves 

gen Strictly guaranteed for 200° Tbs 


POU WR TH It has a non-stripping sten 
KF 


IFTH—This stem can be repacked under 
pressul 
SIXTH It has a mecuet disc and seat; it 
stands higher pressure longer vo in others 
SEVENTH—It require no extra dises ¢ 
seats worn, it is easily reground at 
no extra xpens 








Just think of the Value and Economy of such a 
valve. Think of the “Talking Points.” That is 
the whole selling argument of the Williams Valve 


The 


STERLING & SKINNER MFG. Co. 
DETROIT, MICH. 


The D. T. Williams Valve Company 


Cincinnati, Ohio 
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READY REFERENCE FOR BUYERS 


Classified List of the Products of Advertisers 
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*Member 
Location of 


For 


ACCESSORIES, AUTOMOBILE 





American Supply & Machinery 


Advertisements see Alph 


Manufa 
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eturers’ 
Index 


Association. 
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Advertisers, 


BRUSHES, BENCH, FLOOK, EPC, 


Detroit Brass & Malleable Works, *Indianapolis Brush & Broom Co 
*Empire Tire & Rubber Corp. ‘The Joseph Lay Co. . : 
*The Lunkenheimer Co. . 


*The Wm. Powell Co. 


APRONS, 
Belting Co. 
Rawhide Mfg. Co. 

ARBORS 
Drill Co. 
BABBITT METALS 
Sales & Engineering Co. 
Jones Foundry & Machine Co. 
Patent Pulley Co. 
BARRELS, STEEL SHIPPING 
& Sons Co. 

BARRELS, TUMBLING 

*Royersford Foundry & Machine Co. 
BEARINGS, BRONZE 
Manufacturing Co 


BEARINGS, ROLLER 
-Reeves Pulley Co. 
‘oundry & Machine Co. 

BEARINGS, SHAFT 
Foundry & Machine Co. 


LEATHER 
*Chicago 
*Chicago 


*Detroit Twist 


*Dodge 
ow. A 
*Medart 


Win. B 


Scaife 


*Sherwood 


*The Reev 
*Royersfor« 





*Bond 


BELTING, RUBBER 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co 
*New York Belting & Packing Co. 
Republic Belting Co In¢ 


TING, THRESHER 





*Empire Tire & Rub ber 
Gandy Belting Co 
*New York Belting & Pac 
*I. B. Williams & Son 
*Victor Balata & Textil 
BEI ewan 
Carton Belting 
BELTING, TWISTED 
Brothers. 
Rawhide Mfg. Co. 
BELTING, WATERPROOF 
Dreadnaught—Alexander 
Leather Belting Co. 


Corp. 
king Co. 


Belting Co 
TRACTOR 





*Alexander 
*Chicago 


*Alexander 
*Charlotte 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
Gandy Bel ting Company 
***Marine’’—McCauley Belting Co. 
. Rahmann & Co 
*Chas. A. Schieren Co. 

W 








Bros 


BUCKETS, ELEVATOR 
aldwell & Son Co. 
Chain Company. 
Jones Fdy. & Ma 
Salem’’—Mullins Body 


W, B.S 
Howe 
°W. A chine Co. 
Corporation 
BUILDERS’ HARDWARE 
& Wilcox Co. 
BUSHINGS, PULLEY 
\rguto Oilless 


CANS, 
Manut 


Stow 


Jeaning Co. 


OLL AND SUPPLY 
acturing Co, 
CAR-MOVERS 
r-Moving Co. 
CASING, WELL 
Tube Co, 
BRASS, BRONZE 
ALUMINUM 
Manufacturing Company 
CASTINGS, GRAY AND MALLEABLE 
Detroit Brass & Malleable Works, 
Illinois Malleable Iron Co. 


hag le 


*Appleton C€ 


National 


CASTINGS, AND 


*Sherweod 





*Dodge Sales & Engineering Co. *!I. B Sons *Sherwood Manufacturing Co. 
*The Hill Clutch Co *Victor te . Textile Belting Co 
ew sf 23 F dry & achine C CATALOGS, SUPPLY HOUSE 
sean’ Paneen *Pul fay a “a ° en BELTS, WELL DRILLING *R. R. Donnelley & Sons Co. 
*Royersford Foundry & Machine Co. sempire Tire & Rubber Corp. = *Wynkoop Hallenbeck Crawford Co 
Swat Victor ata & Textile Belting Co. 
Iron Works 


*Valley 
°*T. B. Wood's Sons Co 

BELT DRESSING 
*Alexander Brothers. 

“Durapul” American Agramid Corp, 
°*Beltex’’—Chicago Be Iti ng ¢ ‘oO. 
*Chicago Rawhide 
Gandy Belting Co., 








BENCILES 
Leiman Bros 

BENCH LEGS 

*W A. Jone 

*Standard Pressed 

BITS, AUGER, 

“Pexto’’—The Peck, 


Steel Co. 


Stow & W 


Foundry & Machine Co 


(WORK) JEWELERS 


AND EXPANSIVE 


ileox Co, 


CEMENT, 
* Alexander 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co. 
*Cocheco—I, B. Williams & 
*Chas. A. Schieren Co. 


CHAIN BELTS 


LEATHER BEL! 


Brothers, 





Sons 





*Chas. A. Schieren Co. H. W. Caldwell & Son Co. 
*Stephenson Mfg. Co BLOCKS, CHAIN Howe Chain Company. 
*Wrigh fg oO. *wW. A. Jones Foundry & Mach ( 
BELT FASTENERS ofan & Pecan ti Ce ones Foundry & Ma o 
*Flexible Steel Lacing Co. ” : ‘ - CHAIN, COIL, CONVEYOR, DREDGE, LOAD- 


BELT LACINGS, 
*Alexander Brothers. 
*Chicago Belting Co 
*Chicago Rawhi e Mfg. Co. 


LEATHER 





BLOCKS, PILLOW 
sond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
Sales & Engineering Co. 


J 





ING, LOGGING, ETC, 


Htowe Chain Company. 


CHECKS AND BADGES 





: ones Foundry & a : ‘o > ee eta 
®“Cocheco’—I, B. Williams & Sons. — bad ell “ ae hine Co, Pittsburgh Stamp I 
BELT LACINGS, METALLIC ‘arlyle Johnson Machine Co CHEMICALS AND CHEMICAL SPE 


*Flexible Steel Lacing Co. 
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iy iene otan Steel Co. American Agramid Corp. 
BELT TIGHTENERS *Valley Iron Works 
*Dodge Sales & Engineering Co *‘T. B. Wood Sons ¢ CHISELS, CARPENTERS’ 
*The Hill Cluteh Co " Pexto’’—The Peck, Stowe & Wilcox Co 
. ( Ss ALE xtc } é X 
oM ia ‘Pa aaa = eee *Sherwood M: = WE is é : ois ( _ CKS, DRILI 
Medart Patent ulley Co, ° K 
*George Pyott Co ; . BLOWERS, SANDBLAS' *Detroit Twis rill Co 
*Valley Iron Works. Lelman Bre *Skinner Chuck Company 
*T. B. Woo Sons Co BOARD, FRICTION : — 
" ING, BALATA W. 0. Davey & Sons CHUCKS, LATHE 
*, S ‘ I 
*Victor Ba xtile Belting Co wre BOILER, RANGE, GALVANIZED *“Sweetlan Thre a wrson & Pett Mfe. Ce. 
Vv. > scaife & Sor Co. 
BELTING, CANVAS STITCHED BOLT CUTTERS CLAMPs, BELT 
Carton Belting Co el Porter Easy,” “New Zasy,”” Allen- *°l RB. Wood Sons Co 
*Empire Tire & Rubber Corp | aly” . CLAMI o 
“Gandy’—The Gandy Belting C«¢ . ’ ms 
2 Re ea Inc BOLTS, CON NE ee ROD Machinists’ and Toolmakers’ 
Rossendale é vay Belting & Hoss *Perry pands Ser i *A stror Bros. Tool Co 
Ticto jalata & Te le Belting Co. = oe 
er a 2 ee ii = BOI Ts, KING CLIPPERS, BOL 
™ > . . = ‘ y iy in¢ ot Nel ev Ue eH l Pe 
sey a BOLTS, NUTS AND SCREWS 
» . oT tior 4 e Company CLOSETS, FROST PROO!I 
Pp re & Rubt Corp. ect s Pp - i 1 A. \ 
ng Co Standart ressed S$ ) Vogel Ce 
Beltir eking Co BOLTS, SP es . : . ms 
Red elting & Hose Ce oR: Cap ar Set Screw Cx CLUTCHES, FRICTION 
. Winn felting Co . . nd 1 & fi 
ita & extile Belting Co. BRACES. BI os iS 1 M i ! eg 
BELTING, COTTON, SOLID WOVEN Pext I Peck, Stow & Wilcox Co ca nar C4 
Carton Belting o BRACKETS, WALL ring Co 
Rossendale-Reddaway Belting & Hose Co *Bond Foundry & hine Co. Th 
*Victor vlata & extile B ng Co. \\ \ Jor Foun v & Macl 
B TING, IMPREGNATED, BLACK * Mer Patent Puile s Fdy. & M ° 
Gandy elting Company *Valley Iron Works o. 
BELTING, LEATHER . a re ae 
Ale i Bros \ can ject o , i , 
eCharlotte. Leather Belt ng Co Crane ¢ = Worl ey Iron Works ae 
*Chicago Belting Co oun e 7 oa eal 4 Cc aera eee Wood's Sons Co 
*Chicago Rawhide Mfg. Co 1e Lunke r Co 
Geo. Rahmann & *McRae & COCKS, AIR 
. ° *Sherwood turiy ( 
*Chas. A. Schie n Co bel : n Injector ‘ 
ons! 1 —M Cau ey Belt ng Ce e ae aa ted Mfg ¢ Co. ; 
Sterling Chas. Bond & Co., PI idelphia aan : . t Brass & Malicable Works 
*I. B. Williams & Sons. The D. T. liams Valve Cc ‘Lamtkonbeimer Co. 
aes BRASS PRINTING DIES tae & Roberts Co. 
BELTING, LINK Pit 1 is Wm. Powell Co 
H W. Ca dwell & Son Co BRONZE, B USING S AND BARS Ste rl ng & Skinner Mfg. Co 
Howe, Chain Company. éahanwand ne Co D. T. Williams Valve Co 
*Chas. A. Schieren Co : if 
i vis : BROOMS, FAC TORY, WAREHOUSE AND COCKS, BALI 
BEI TING, ROUND RAILROAD *Detroit Lubricator Co 
*Alexander Brothers *Ind anapolis Brush & Broom Mfg. Co. *MeRae & Roberts Co. 


*Chicago Belting Co. 


*The Joseph Lay Co 


*The 


Sterling Skinner Mfg. Co. 
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COCKS, CORPORATION 
Crane Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 

COCKS, GAUGE 

*American Injector Co. 
Crane Co. 
*Jenkins Bros. 
*The Lunkenheimer Co. 
*“Ohio’’—The Ohio Brass Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company. 
*The D. T. Williams Valve Co. 


COCKS, STEAM AND SERVICE 
Crane Co. 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co 


COLLARS, SHAFT 


*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 

*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co 

*Valley Iron Works. 

*J. H. Williams & Co. 

*T. B. Woods’ Sons Co 


COPPERS, SOLDERING 


Chicago Solder Co, 


col NTERSHAFTS 


*T. B. Wood's Sons Co. 


COUNTERSHAFTS, SMALL 
Birkle Machine Works. 


COUPLINGS, MOTOR 
Birkle Machine Works. 
*W. A. Jones Foundry & Machine Co 


COUPLINGS, SHAFT 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
ow. A. Jones Foundry & Machine Co. 
*The Hill Clutch Co, 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Spiro—Bond Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*T. B. Woods’ Sons Co. 


COUPLINGS, SHAFT, FLEXIBLE 
CW. A. Bg Foundr ry & Machine Co 


*T. B od’s Sons Co. 


COUPLINGS, SHAFT, FRICTION CUT-O 
The Carlyle-Johnson Machine Co 
*The Hill Clutch Co 
*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co 
*Valley Iron Works 
°*T. B. Wood's Sons Co 


CRABS, HOISTING 
*The Yale & Towne Mfg. Co. 
CUP LEATHERS 
*Alexander Brothers. 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co 





CUPS, OIL AND GREASE 
*American Injector Co. 
Crane Co 


*Detroit Lubricator Co 
*The Lunkenheimer Co 
*The Wn Powell Co 


*Sherwood Manufacturi “4 Cc 

*D. T. Williams Valve ) 
CUPs, PRIMING 

Lunkenheimer Co 


CUTTERS, BOLT, RIVET AND WIRE 
I 


\ ’orter 


ompany. 


*The 


cU bray MILLING 
Detroit Twist Drill C 
CUTTERS, PIPE 
ie Borden Company 
1e Curtis & Curtis Co. 
edo Pipe Threading Machine Co. 
CUTTERS, STORAGE BATTERY 
*H. K. Porter 





FF 


CUTTING DIES FOR LEATHER, PAPER AND 


CLOTH 
*The Hoggson & Pettis Mfg. Co. 
CUTTING AND GRINDING OIL 
“Tuloyl'’’—American Agramid Corp. 
CYLINDERS, WATER, AIR OR GAS 


National Tube Co. 
Wm. B. Scaife & Sons Co. 


CYLINDERS, WATER, BRASS AND BRASS 
_ED 


ANE 


F. E. Meyers & Bro 
DIES, BOLT THREADING 
*The National Acme Company. 


DIES, BRASS AND STEEL, LETTERING 
PRINTING 


Pittsburgh Stamp Company, Inc 


AND 





f t acs 
WNL QUP PLES 


DIES, PIPE THREADING 
*The Borden Company. 
The Oster Mfg. Co. 
*Toledo Pipe Threading Machine Co 
DISINFECTANTS 
American Agramid Corp. 
DOGS, LATHE 
*Armstrong Bros. Tool Co. 
DRILLING POSTS 
*Armstrong Bros. Toel Co. 
*Lovejoy Tool Works 
DRILLS, BIT STOCK, FOR WOOD OR METAL 
*Detroit Twist Drill Co. 
DRILLS, BREAST 
The Peck, Stow & Wilcox Co, 
DRILLS, ELECTRIC 
*U. S. Electrical Tool Co. 
DRILLS, POST 
*The Crescent Machine Co. 
DRILLS, RATCHET 
*The Armstrong Bros. Tool Co. 
*Lovejoy Tool Works 
*“‘Pexto’’—The Peck, Stow & Wilcox Co. 
DRILLS, TWIST, CARBON AND HIGH SPEED 
*Detroit Twist Drill Co. 
*Whitman & Barnes Mfg. Co. 
DRILLS, WIRE GAGE 
*Detroit Twist Drill Co. 
DROP FORGINGS 
*J. H. Williams & Co. 
DRUMS, CAST IRON 
*W. A, Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*T. B. Wood's Sons Co 
DRUMS, STEEL RIM 
*Medart Patent Pulley Co. 
EJECTORS 
*American Injector Co. 
*Sherwood Manufacturing Company. 
ELIMINATORS, OIL 
*The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
*American Injector Co. 
Crane Co. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Co 
*D. T. Williams Valve Co. 
ENGINES, HOISTING 
Fitler & Todd Co. 
EXPANDERS, BOILER TUBE 
zovejoy Tool Works 
FASTENERS, BELT 
*Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
*Dodge Sales & Engineering Co. 
Wm. B. Seaife & Sons Co. 
FILES 


“Phenyle”’ 


“Pexto”— 


Somers, 


*Delta File Works 
*Nicholson File Company. 
FILLERS, OILER 
Eagle Manufacturing Co, 
FILTERS, WATER 
Wm. B. Scaife & Sons Co. 
FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works. 
FITTINGS, PIPE, MALLEABLE 
Crane Co. 
Detroit Brass & Malleable Works. 
Illinois Malleable Iron Co. 
FLOOR STANDS 
*Bond Foundry & Machine Co 
*Dodge Sales & Engineering Co 
*The Hill Clutch Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*T. B. Wood’s Sons Co. 
*Valley Iron Works. 
FLUX, SOLDERING, ACID, PASTE, ROSIN 
AND STEARINE 
Chicago Solder Co, 
FLY WHEELS, CAST IRON 
*Dodge Sales & E ngineering Co 
*The Hill Clutch Co 
*Ww. A. Jones Foundry and Machine Co. 
*Medart Patent Pulley Co. 
*T. B. Wood’s Sons Co. 
FORGES, RIVET 
*Lovejoy Tool Works 
FRAMES, WALL 
*Bond Foundry & Machine Co, 
*Dodge Sales & Engineering Co. 
*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co 
FRICTION CLUTCHES 
(See “Clutches, Friction’’) 
GAGES 
The L. S. Starrett Co. 
GAGES, WATER 
*American Injector Co. i 
Crane Co. 
Detroit Brass & Malleable Worka 


*Detroit Lubricator Co. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Ohio Brass Co. 
*The Penn Engineering Co. 
*The Wm, Powell Co. 
*Sterling & Skinner Mfg. Co. 
GASKETS 
*Jenkins Bros. . 
*New York Belting & Packing Co. 
GEARS 
H. W. Caldwell & Son Co. 
*Dodge Sales & Engineering Co. 
*w. A. Jones Foundry & Machine Ce, 
*Medart Patent Pulley Co. 
*Pyott Geo. W., Co. 
GEARS, RAWHIDE 
*Chicago Rawhide Mfg. Co. 
ew. A. Jones Foundry & Machine Co. 
GLUE HEATERS 
International Electric Company 
GRATES, BOILER 
*Valley Iron Works. 
pany ey LUBRICATING 
Adam Cook’s Son 
*Royersford Foundry & Machine Co. 
GRINDERS, ELECTRIC 
*U. S. Electrical Tool Co. 
GRINDERS, TOOLS, 
"Chicago Pulley & Shafting Co. 
GUARDS, ELECTRIC LAMP 
*Flexible Steel Lacing Co. 
GUNS, OIL AND GREASE 
*Royersford Foundry & Machine Co. 
HAMMERS, HAND 
“‘Pexto’—The Peck, Stow & Wilcox Co. 
The Warren Tool & Forge Co. 
HANGERS, PIPE 


“Ball Joint’—The Penn Engineering Co. 


HANGERS, SHAFT 
*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 
ew. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Mac hine Co. 
*Standard Pressed Steel Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 
HATCHETS 
“Pexto”—The Peck, Stow & Wilcox Co. 
HEATERS, GLUE, ELECTRIC 
International Electric Company 
HOISTS, CHAIN 
*Wright Mfg. Co. : 
*The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 
*Armstrong Bros. Tool Co. 
HOOKS, BELT 
*Flexible Steel Lacing Co. 
HOSE, COTTON 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber ¢ oO. 
*New York Belting & Packing Co 
HOSE, FIRE 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co : 
*New York Belting & Packing Co. 
HOSE, RUBBER 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co a 
*New York Belting & Packing Co. 
HOSE, STEAM 
$Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co 
*New York Belting & Packing Co. 
HYDRAULIC LEATHER 
*Alexander Brothers 
*Chicago Rawhide Mfg. Co. 
*Chas. A. Schieren Co. 
INJECTORS 
*American Injector Co. 
*The Lunkenheimer Co. 
*Sherwood Manufacturing Company. 
*The Wm. Powell Co. 
INKS, MARKING AND STENCIL 
Pittsburgh Stamp Company, Inc. 
JACKS, LIFTING 
*Lovejoy Tool Works 
LACE LEATHER 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*New York Leather Belting Co 
*Chas, A. Schieren Co. 
*I. B. Williams & Sons. 
LACING, BELT, METALLIC 
*Flexible Steel Lacing Co. 
LAMP GUARDS 
*Flexible Steel Lacing Co. 
LEATHER BELTING 
(See “Belting, Leather.’’) 





ROLLER BEARING 
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Heavy Rigid Pillow Block 
and Clamp Box 
“Pioneer” Steel 
Post Hanger 





“Hallowell” Cold Rolled 
Steel Shaft Collar 


"STEEL —PIONEER ~— _ 
ADLER = 








Split Safety 
Shaft Collar 


“Pioneer” Steel 
Adjustable Pillow Block 
Patented 





4 
< 
¢ 
“ 
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Ileadless Set Screw “Pioneer” Steel 


Line Shaft Hanger “Standco” 
Compression Shaft Coupling 





Filister Head 
Cap Serew 


a ten 
re,“ STANDCO” 


<= 





“Hallowell” 


Hexagon Head Square Head Steel Bench Leg 
Set Screw Pat'd and Pat's Pending 


“Standco” 
Hollow Set Screw : a 
Pat’s Pending Cap Screw 


Manufactured by 


STANDARD PRESSED STEEL CO. 


Jenkintown, Pa. 
(The “Pioneer” Steel Hanger People.) 





“I 


vi 
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WALLS 
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LATILES, SPEED MACHINES, 
set, ' 


LEATHER SPECIALTIEs 

















5 t NC HING AND SHEARING OAKUM 
indry & Machine Co, Ww. 


O. Davey & Sons 











. INEs, “SH SET METAL WORKING , eee 7" 
*Alexander | MACHEN ig: pg gma _ OLL WELL ACCESSORIES 
° oe Hawhide Mis MACHINERY. WOODWORKING t . owell Co. 
LEATHERS. HAND “1 nt Machin OILERS, WELDED STEEL 
. an 4 zi. = t & 1 M i turing Co, 
° a aticha, mnie. Ci MALLETS AND HAMME RS. RAWHIDE re 
”” agli / s \ ‘ OILLING DEVICES 
LEGS, BENCH ; 
MATS AND MATTING, RUBBER \ ni or Cx 
. | i st *Empire Tire & Rubber Cor rp. I ‘ 
— =" ri liu ‘o = rit Compan 
LETTERS AND FIGURES, STEE! eau Sore citing Ee Pasiine Ci The D. 1 : Co 
1 > nae , + \ ‘o 
_— MERCHAN 2 NVEYOR 
LUBRICANTS, BALL 's ‘ROL LER BEARING ia SOLUBLE. 
* Roy & M _ oO Ame A 
RING d 
LUBRE VTORS se és ee Fics PACKING, | 
°A : Mi iter lley Co. Em} Tire & Rubber 
* Dr ep S illey Co *Hollow Center king 
*Mcl ‘ MILLBOARD BE trae tet a 
eT} W ) avey & New York Belting & Packing Co. 
*s MILL LE ATHERS. ALL KINDS : PACKING, ASBESTOS 
*The I J ok. Co Chas. Bond Co.. P : phia *Empir Pir & Rubber Corp. 
MACHINE ‘TOOLS *Chicago Belting Co ~Greene, Tweed & Co ; 
~ tler & Tod *The Chicago Rawhide Mfg. Co. Ho tow Venter Packing Co 
MACHINERY CLU TCHES *Chas. A. Schieren Co re Deere 
The Carlyle Johnson Ma Co MILL SUPPLIES PACKING, HYDRAULIC 
I Wood SO! . Somers Fitler & Todd Co *Chicago Rawhide Mfg. Co. 
MACHINERY, COAL HANDLING MILL. SUPPLY CATALOGS e & Rubber Corp. 
Sales & Engines ng Ce -- ae: Miia Be ? a xoodrich Rubber Co. 
i & Towne Mfg. Co Si, Reta in SA le ia rat ns reene, Tweed & Co. 
" oy i N LK TING ; eacodians biekyd c * Hollow Center Packing Co. 
ee ee ee ee ee MOTORS, AUTOMOBILE «Montgomery Bros., Inc. 
*Dodge Sales sineer ng Co =" ey Lo *New York Belting & Packing Co. 
*The Hill ¢ rer worm RS, CAR PACKING, LEATHER 
Howe Chain Company a ( ! ) *Alexander Bros, 
*w. A. Jones Foundry ‘& Machine Co. ut L E ST ANDs *Chicago Belting Co 
MACHINES, GRINDING AND POLISHING *Bond Foundry & Machine Co *Chicago Rawhide Mfg. Co 
*Royersford Foundry & Machine Co *Dod s & Engineering Co *Chas. A. Schieren Co. 
Foundry & Machine Co AC TON 
MACHINES, MARKING, SPECIAI cont Dutioy Oi : PACKING, PISTON 
, npany, In¢ atk Cas *Alexander Brothers 
*E yjire Tire & tubbe ; 
MACHINES, PIPE CUTTING & Is’ Sons C a. cA 
THREADING Wi NA ma *Hollow Center Packing Co 
on! Rories © cur pi any. he eat al AME sg = ATES *Montsomery Bros, kc. 
The Oster Mfg. Co NUTS AND SC REWS PACKING, RING 
*Toledo Pipe Thre ading M ne *The National Acn Co. *Empire Tire & Rubber Corp. 
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STANDARD 
U.S. S. & S. A. E. Cap Screws 
U. S. S. Set Screws 
S. A. E. Plain & Castellated Nuts 
Standard Studs 


SPECIAL 


Screw machine product up to 4” 
diam.—to specifications. 

Hardened and ground product 
—to specifications. 


THE NATIONAL ACME COMPANY 
CLEVELAND, OHIO 


New York Boston Chicago Detroit Buffalo 
Warehouses: New York, Chicago 
Factories: Cleveland, 0.; Montreal, P. Q. 
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328 West Ohio St., 





FOUND at last 


The missing link be- 
tween your bank book 
and the scrap pile 





The ‘‘Use-em-up”’ Drill Socket 


Put those drills with twisted tangs to 
work. All that is necessary is to grind 
a flat on the remaining portion of the 
shank (time 3 minutes), and put them 
in the “‘Use-Em-Up” Socket and they are 
better than when new. 


Lovejoy Tool Works 
American Specialty Co. 


Chicago 











N VISES as in all 
other Quikwerk 
Tools, it’s the qual 
ity of the steel that 
determines the life of tne tool. 
cach jaw forged from a separate 
billet of fine steel. Leg, body and 
jaw forged in one piece, insuring 
the greatest strength. Hand-cut 
gripping surfaces on the jaws 
mean a positive grip. 
30 to 200 pounds 
Ask for the Tools with the Quikwerk Trademark 


The Warren Tool & Forge Co. 
258 Griswold St. Warren, Ohi 











CHICAGO SOLDER COMPANY MS 
4215 Wrightwood Avenue, Chicago, Illinois 


Gentlemen: 
Wire Solder. 


Addres 





th at apple the 


a Kester Solder Sale Means 
a Succession of Repeat Orders 


Solder business grows fast when you 
sell a solder of which you can truthfully 
say, ‘all you need is this solder and heat— 
no flux.”” There is just one such solder— 





~~ =WIRESSOLDER 


The drawing above tells the simple story of solder- 
ing without separate fluxing. The scientifically prepared 
acid flux is contained in small pcckets located at the center 
oftt ie genuine tin-and-lead wire. Just before the solde is 
melted the flux is released—result: exactly the right amoun 

offlux attheright time,producing a hold-fast bond every time. 

You'll know why every Kester sale brings repeat orders 
when you try a free sample of this solder. Just send the 
coupon. When you see how “self-fluxing” cuts soldering 
time in half, you'll decide to Jet this better solder build a 
profitable solde r business for you. 


Soldin one lb. cartons, and on one, five and ten Ib. spools. 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Ave., Chicago 
Direct Factory Representatives: 

The Faucette-Huston Co., Chattanooga, Tenn. 
Louis J. Ziesel Co.,216 Market St.,San Francisco 








. a third hond 
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Please send me a free sample of Kester Acid-Core 











right 


amount of the right kind 
of fiuz at the right ¢ ime. 


are 
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A (bby ) } Se Lblosy 
*Hollow Center Packing Co. POLES, TUBULAR STEEL *Medart Patent Pulley Co. 
—s ae Pe - National Tube Company *The Ohio Valley Pulley Works, Inc. 
New York elting & Packing Co. *Reeves Pull Co. 
PACKING, ROD a POWER TRANSMISSION APPLIANCES *Saginaw Mfg, Co 
*Empire Tire & Rubber Corp *Bond Foundry & Machine Co. B. Wood’s Sons Co. 
*Montgomery Bros., Inc Chicago Pulley & Shafting Co. PULLEYS, FRICTION CLUTCH 
*New York Belting & Packing Co —— merrie Mi com ge gg 9 Co. *Bond Foundry & Machine Co. 
‘KING tdgemont Machine Co., The *Chicago Pulley & Shafting Co. 
*empire Tire _Guaeee The Carlyle Johnson Machine Co. ‘Dede Sales @ Engineering Co, 
5 *The B. F. Goodrich Rubber Co *The Hill Clutch Co. *The Hill Clutch Co. 
r *Hollow Center Packing Co. . *W. A. Jones Foundry & Machine Co. The Carlyle Johnson Machine Co. 
; *Montgomery Bros., In *Medart Patent Pulley Co. *wW. A. Jones Foundry & Machine Co. 
‘ *New York Belting & Packing Co *The Moore & White Co. *Medart Patent Pulley Co. 
4 : . fe Mia sociee .iBie Pyott, Geo. W., Co. *The Moore & White Co. 
N : PACKING, SHEET *Royersford Foundry & Machine Co. *George W. Pyott Co. 
*Empire Tire & Rubber Corp *Standard Pressed Steel Co. hs M tea Co. 
*The B. F. Goodrich Rubber Co. *Valley Iron Works *T. B. Wood’s Sons Co. 
*Hollow Center Packing Co *T. B. Wood’s Sons Co. Valley bn Works. 
*“Jenkins '96'""—Jenkins Bros PRESSES (DRILI JEWELERS’ SENSITIVE PULLEYS, GROOVED 
*Montgomery Bros., Inc. @ ih i i cLER ENSITIVE : “Work, 
Mew Sook Goltias & Paciiaw Co Leiman Bros Birkle Machine Works. 
: aimee “cana son PRESSES, DRILL AND FOOT sn? aie & Sees O 
*Empire dae & tober Care. — *Royersford Foundry & Machine Co. ia Mane oe” ——— 
*Greene, Tweed & Co. PRESSES, PAPER BALING *The Ohio Valley Pulley Works, Inc. 
*Hollow Center Packing Co. Somers, Fitler & Todd Co. *Saginaw Mfg. Co. 
*Montgomery Bros., Inc. ; PRINTERS AND BINDERS *Medart Patent Pulley Co. 
New York Belting & Packing Co *R. R. Donnelley & Sons Co. *T. B, Wood’s Sons Co. 
PASTE, SOLDERING *Wynkoop Hallenbeck Crawford Co. PULLEYS, HEADED 
Chicago Soider Co. PROTECTORS, ELECTRIC LAMP *Dodge Sales & Engineering Co. 
PEGS OR PINS, RAWHIDE *Flexible Steel Lacing Co. ¢Medart Patent Pulley Co. 
*Chicago Rawhide Mfg. Co PRUNING SHEARS Reeves Pulley Co. 
PICKS “Pexto”—Peck, Stow & Wilcox Co. a PULLEYS, IRON CENTER 
The Warren Tool & Forge Co. PULLEY BUSHINGS ae eS a 
PIPE THREADING TOOLS Arguto Oilless Bearing Co. °The Ohio Valley Pulley Works Inc 
*The Borden Company PULLEY COVERING *Reeves Pulley Co. ie 
Crane Co. *Chicago Rawhide Mfg. Co. *Saginaw Mfg. Co. 
*The Curtis & Curtis Co. : PULLEYS, CAST IRON *T, B. Wood’s Sons Co. 
Toledo Pipe Threading Machine Co Birkle Machine Works. PULLEYS, LOOSE 
PIPE, STEEL *Bond Foundry & Machine Co Chicago Pulley & Shafting Co. 
National Tube Co *Dodge Sales & Engineering Co. *Dodge Sales & Engineering Co. 
Crane Co *The Hill Clutch Co. *The Hill Clutch Co. 
PIPE, WROUGHT IRON pe I dg oo d & Machine Co. wl a. Jones Weutdis & Wechine: Oo. 
Cre > Co >a ate ° e + 
Somers, Fitler & Toda Co *George W. Pyott Co. aosvan Puley” — ws 
sie ecaaiaae *Royersford Foundry & Machine Co. *The Ohio Valley Pulley Works, Inc. 
. : PLATES, BASE *Valley Iron Works. *George W. Pyott Co. 
Haron er . Machine Co. °*T. B. Wood's Sons Co. eSaginaw Mfg. Co. 
dge Sales & Eng eering oO 7S ’ y 
*Valley Iron Wann mies —_ J Fox aera ache TE Weel’s poe 
:, Tir x . . A. ones oundry ~¢ Machine Co *T. B. Wood's Sons Co 
crane ZATES: FLOOR AND CEILING sSaginaw Mfg. Co. PULISYS, MOTOR 
The Penn Engineering Co 3. Wood's mame is Birkle Machine Works. 
PLIERS PULLEYS, CONVEYOR *wW. A. Jones Foundry & Machine Co 
f The Peck, Stow & Wilcox Co en Patent Pulley Co, *The Ohio Valley Pulley Works 
PLUG, BRASS AND FUSIBLE *T. B. Wood's Sons Co sSasinaw Mfg. Co. 
*American Injector Co PULLEYS, FLANGE *T. B. Wood's Sons Co. 
*The Wm. Powell Co. *Dodge Sales & Engineering Co. PULLEYS, STEEL 
*Sherwood Manufacturing Company *The Hill Clutch Co. *American Pulley Company 
*The D. T. Williams Valve Co. ew. A. Jones Foundry & Machine Co. *Dodge Sales & Engineering Co. 
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KIX NAAR “har WINN? 


| OUR Mill and 
Mine Customers 
are now preparing for 


FIRE PROTEC- 
TION for the coming 


winter. 






anv 


Rane 


al 


S Are you lined up with 
; is a real HOSE manufac- 


S turer for your requirements? 
EMPIRE FIRE and MILL HOSE 


has an enviable reputation and factory facilities for handling your 
business. | 


Empire Mechanical Rubber Goods 


———l 


Factories at Trenton ,N.J. 
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MULL GuPPu 








6am + AND RELIgg 


Sm: “PACKINGS 


Key . . 
«of Every Description 
€ HYDRAULIC pre 


Our Branded Products Distributed Through 


Agents 
Jobbers and Dealers Supplied Under Private 
Brands 
MONTGOMERY BROS., INC. 
MANUFACTURERS 


45 S. Second St. Philadelphia, U. S. A. 





STANDARD IRON 
MOTOR PULLEYS 
FROM 14 TO 12 
INCH DIAMETER 
Shipped Within 24 
Hours After Receipt 
of Order 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 


BIRKLE MACHINE WORKS—Chicago 

















MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 











PORTER’S BOLT CLIPPERS 


‘<Easy’’, “New Easy’”’, “‘Allen Randall’’ 





wew cAsY 


SS 
1 3 a 5 Sizes 








30 YEARS EXPERIENCE SSSEErtS vee Ou 
Re 


THE GOODS FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 



























One Man or a Dozen? 


What concern wouldn’t invest $5.00 to save 11 
men’s time and wages. The ATLAS Car Mover is 
the best and most powerful device ever made for 
starting and moving loaded ears by hand. Its 
compound leverage exerts a double leverage of tre- 
mendous force. Many other good points. 


The ATLAS is a quick 


sure, profitable seller 










Write for discounts 
APPLETON 
CAR-MOVER 
COMPANY 
Appleton, Wis. 





NO 161 


ELEVATOR 
BUCKETS 


Enjoying dominance in their fleld for 
nearly half a century, Salem Buckets 
are known universally for their util- 
ity and dependable service. 





Assures prompt and 
—_ —" at a 
gh speed. Corners ° “ 
Price-list on request. 


Mullins Body Corporation 
Stamping Dept. “A” 

102 Mill Street Salem, Ohio 

Successors to The W. J. Clark Co. 


to material sharply 
as a shovel. 
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You will find a market for 
ARGUTO Oilless Bearings 


wherever machinery is used 


\RGU TO Oilless Bearings so thoroughly pre 
vent the troubles of loose pulleys and of clutch 
pulleys that firms who have once replaced metal 
bearings with ARGU TO will use nothing else. 


Many machinery manufacturers equip their 
machines with ARGUTO, thereby increasing 
their efficiency and reducing the operating cost. 


\RGUTO Bearings outlast the 
hest metal, cost less to begin with 
and save the entire cost of oil and 
attention—they need neither. Tell 
your customers to install 
\RGUTO and save many times 
the cost of the bearings alone in 
- direct economies. 


. Write for more information about 
<. ARGUTO and for jobber prices. 
Arguto 
D. 3. 

Co, y aT ar el . 7 om) ‘ 
ARGUTO OILLESS BEARING CO. 
Pioneer Manufacturers of Oilless Bearings 
151 Berkley Street, Wayne Junction 
Philadelphia 


Smoother than = grease. 


Outwears the best 
bronze metal, 





,4 


BE, EARING co 


12) 
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FRILL QUPPLUES 











Manufacturers OCEAN BRAND MANILA With Green Thread =}! 

















— MANILA ROPE 


| Write us today asking about our special proposition on Rope 





E. T. RUGG & CO. 


for supply houses. 


De 2pt. M.S 


NEWARK, OHIO 
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Manufacturers OCEAN BRAND MANILA With Green + Pinel wore 











PULLEYS, STEEL RIM 
*Medart Patent Pulley Co. 


PULLEYS, 





neering Co 
ry & Machine Co. 


Pulley Works, Inc. 





PULLEYS, WOOD SPLIT 
*Dodge Sales & Engineering Co. 
Patent Pulley Co 
y Pulley Works, In¢ 





ves Pulley 0. 
1aw Mfg. Co. 


PUMPS, GAS AND VACUUM 
n Bros 





PUMPS, HAND AND POWER 
F. E. Myers & Bro 
PUMPS, JET 
*American Injector Co 
*Sherwood Manufacturing Company 


PUMPS, MINE 
F. E. Myers & Bro. 
PU MPs, OIL 
*Detroit Lubricator Co 
I 1 n Br 
*The Lunke nhe mer Co. 
*Sherwood Manufacturing Company. 
PUMPs, TANK 
F. E. Myers & Bro. 


AND TAPER CONE 


PUNCHES AND DIE 
*Royersford Foundry & Machine Co. 

PUNCHES, SCREW 
*Lovejoy Tool Works 


PUNCHES, SHEET METAL 
Peck, Stow & Wilcox Co. 


RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 

*Delta File Works. 
*Nicholson File Company. 

RATCHETS 
*Armstrong Bros. Tool Co. 

REAMERS 
*PDetroit Twist Drill Co. 
*Whitman & Barnes Mfg. Co. 


REGUL — PRESSURE 


*The Ohio Brass C 


ROPE DRIVES 
*Dodge Sales & Engineering Co. 
H. W. Caldwell & Son Co. 
*The Hill Clutch Co 
*Medart Patent Pulley Co. 
*T. B. Woods’ Sons Co. 


ROPE, MANILA AND SISAL 
E. T. Rugg & Company 


RUBBER GOODS, MECHANICAL 


nage Tire & Rubber Corp. 

*TI B. F. Goodrich Rubber Co. 
*Jonkine Bros. 

*New York Belting & Packing Co. 


*The 





SAFETY DEVICES 
Crescent Machine Co, 


*Dodge Sales & Engineering Co. 


*The 


*The 


The 


*The 


*The 


SAWS, BAND 

Crescent Machine Co. 
SAWS, SWING, CUT-OFF 
Crescent Machine Co. 
SCREW DRIVERS 

Peck, Stow & Wilcox Co. 
SCREW MACHINES, AUTOMATIC 
National Acme Company. 


SCREW MACHINE PRODUCTS 
National Acme Company. 


*Standard Pressed Steel Co. 


SCREWS, CAP AND SET 


*Ferry Cap and Set Screw Co. 


SCREWS, SAFETY SET 


*Ferry Cap and Set Screw Co. 


*The Nz 


*Standz 





tional Acme Company. 
d Pressed Steel Co. 





Strong, Carlisle & Hammond Co. 


SEPARATORS, OIL AND STEAM 


*The D. T. Williams Valve Co, 


SHAFTING 


*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 


The 


“Ww. 


Carlyle Johnson Machine Co. 


A. Jones Foundry & Machine Co. 


*Medart Patent Pulley Co. 








Howe Double-locked Combination 


Malleable Iron and Steel 
Chain 


A deveiopment of the old type 
chains, 
years have been constructed with 
the rivets flattened at one end only 
to lock them to the side links. 


combination 


DOUBLE-L 


loose and wear 





Howe Chain Co., Muskegon, Michigan 








Our improved design embodies the 
CKED pin — machined flat 
at both ends, driven tight into machined 
holes in the side links—actually integral 
with the side links. 
in the side links. All 
wear distributed over a large area be- 
tween pin and barrel of center link— 
elongation is minimized. ——— 


Write for Catalog 100” 











which for 


Pins cannot work 


N 


i) 











Most Plumbers and Fitters Know Them as the 


‘Dependable’’ 
Brass Goods 
and 
Malleable 
Fittings 


Not only through constant ad- 
vertising in trade papers but by 
29 years of actual experience 
with them. They are recognized 
by these trade marks. 


Matleable 
Fittings 


Sold Through Jobbers 


DETROIT BRASS & MALLEABLE WORKS 


Formerly Detroit Valve & Fittings and Detroit Brass Works 


Holden and Greenwood Ave., Detroit, Mich. 


H, ROMEYN SMITH, Eastern Sales Manager 
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—when you have a clear guide 
pointing the way to sure adver- 
tising results? 


_ 


Circulation is considered first in 
selecting publications for your 
campaign. 


How much better it is to have 
figures audited and verified by 
the Audit Bureau of Circulations. 


Twice a year the records of the 
members of the A.B.C. are 
checked. The reports then 
issued give in detailinformation 
from which you can tell— 


Who gets the publication 
Where it goes 

What is paid for it 

Its fitness for yourcampaign 


Work in the light of Audit 
Bureau Reports, and your ad- 
vertising appropriation will go 
farther. Your message will go 
to the right readers. 


PULL QuPPLUES 





is a member of the A. B. C. and welcomes 
comparison of circulation facts. Pub- 
lishers’ Statements or Audit Reports will 
be gladly supplied upon request. 





mm a 
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AIR AND GAS RECEIVERS 
HYDRO-PNEUMATIC TANKS 
HOT WATER STORAGE TANKS 
GASOLINE STORAGE SYSTEMS 
EXPANSION TANKS 
STEEL SHIPPING BARRELS 














PITTSBURGH, PA 
38 S.DEARBORN ST. CHICAGO 
26 CORTLANDT ST NEW YORK 


np 




















GALVANIZED AND PAINTED 


STEEL TANKS 


RIVETED, WELDED OR BRAZED 
SEND FOR NEW CATALOGUE 








*Reyersford Foundry & Machine Co. 
Somers, Fitler & Todd Co. 
*Valley Iron Works. 


T,. a 
SHAFTING, TUBULAR (MATERIAL FOR) 
Nationa) Tube Company. 
SHEARS, SQUARING 


Wood's Sons Co 





*The Lunkenheimer Co. 
*Sherwood Manufacturing Co. 
Standard Valve & Supply Co. 
*Sterling & Skinner Mfg. Co. 
Strong, Carlyle & Hammond Co. 
*The MeRae & Roberts Co. 

*The Wm. Powell Co. 

*The D. T. Williams Valve Co. 


TILING, RUBBER, INTEKLOCKING 
*New York Belting & Packing Co. 


TIRES, AUTOMOBILE 
*Empire Tire & Rubber Corp. 
TOOLS, BORING 
*Armstrong Bros, Tool Co. 











































STEEL STAMPS AND MARKING DIES 


*The Hoggson & Pettis Mfg. Co. 
Pittsburgh Stamp Co., Inc. 


STENCILS, SHIPPING 


TOOLS, CARPENTERS’, MACHINISTS’ AND 
WHEELWRIGHTS’ 


*Nicholson File Company. 
The Peck, Stow & Wilcox Co. 


Peck, Stow & Wilcox Co. 


SHEAVES, MANILA AND WIRE ROPE 
*The Hill Clutch Co. 
°w. A. Jones Foundry & Machine Co. 


Pull I t hs I The Warren Tool & Forge Co. 
*Medart Patent Pulley Co. *ittsburgh Stamp Co., Inc. ‘ 

*George W. Pyott Co. OCK D DIES TOOLS, ELECTRICAL 
*T. B. Wood’s Sons Co STOCKS AN *U. S. Electrical Tool Co. 


*The Borden Company. 
Crane Co. 

The Oster Mfg. Co. 
*The Curtis & Curtis 


SLEEVES AND SOCKETS, DRILL 
*Lovejoy Tool Works 


SNIPS AND SHEARS 


TOOLS, LATHE AND PLANBR 


Co *Armstrong Bros. Tool Co. 


: . - - *Teledo Pipe Threading Machine Co. TOOLS, PLUMBERS’ AND STEAMFTTTERS’ 
“Pexto’—The Peck, Stow & Wilcox Co. ee Derhen Conan: 
a ‘ 
SOLDER, BAR AND WIRE STRAINERS Cnune Ga a 
Chicago Solder Company. *American Injector Co. *The Curtis & Curtis Co. 
SOLDERING PASTE AND STRAPS, LEATHER The Oster Mfg. Co, 


caeeeee, 5 >=. The Peck, Stow & Wilcox Co. 
, Sea *Toledo Pipe Threading Machine Co. 
TORCHES 
Eagle Manufacturing Co. 
TRADE CATALOG PUBLISHERS 
*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford Co. 


TRANSMISSION, VARIABLE SPEED 
*The Moore & White Co. 
*Reeves Pulley Co. 


TRAPS, STEAM 
Strong, Carlisle & Hammond Co. 
*D. T. Williams Valve Co. 


seenrees. OVERHEAD 
Tool Work 


*Alexander Brothers. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
STUDS, MILLED 
p and Set Screw Co. 
TANKS, FOR AIR, GAS AND LIQUIDS 
Wm. B. Scaife & Sons Co. 
TANKS, SEAMLESS STEEL 
National Tube Company. 
TAPE, RUBBER 
The L. S. Starrett Co. 
TAPS, COLLAPSING 
National Acme 


Chicago Solder Company. 
SPROCKETS 


H. W. Caldwell & Sons Co. 

*The Jeffrey Mfg. Co. 

°W. A. Jenes Foundry & Machine Co. 
*Medart Patent ao Co. 

*Geerge W. Pyott Co. 


SQUARES, STEEL 
Peek, Stew & Wilcox Co. 


STEAM SPECIALTIES 
*American Injector Co. 
Crane Co. 
*Detroit Lubricator Co. 
Detroit Brass & Malleable Works. 


*Ferry Ca 


The 


*The Co. *Lovejoy 














You are interested in 
“Pittsburgh” Letters and Figures 
from a sales angle 





If you can develop a pleasant and profitable business in 
“Pittsburgh” Stamps, another source of complaint and 
dissatisfaction will have been removed. 


What you want is an article that will bring the cus- 
tomer back—not with a complaint but with an order for 
more. The usual quality of “Pittsburgh” Stamps assures 
a rapid turnover—and a handsome profit. 


Here is the assistance we will give to you in developing 
sales for “Pittsburgh” Letters and Figures: 
1—Typewritten sales talks, for your salesmen, 
the superior selling points of “Pittsburgh” 
Made Stamps. 
2—Co-operation of our Advertising Department in furnish- 
ing cuts and writing copy for your next catalog. 
3—Polished sample stamp furnished for each of your sales- 
men to assist his talk 
4—By appointment, our sales manager, Mr. Frank Weber, 
will coach your salesmen on the finer points of selling 
“Pittsburgh” Stamps. 
Let us prove to your entire satisfaction that a quality 
product is cheapest—both to buyer and seller. 


outlining 
Machine 





EST. 1913 
Pittsburgh Stamp Company, Inc. 
Canal Street, Pittsburgh 


Say it now on a postcard—“Send me details of your sales plan” 
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The enduring quality of 


Crescent 
Wood Working 
Machinery 


will eventually command the interested 
attention of all users of wood working 
machinery. Send for catalogue and price 
list so you will be prepared to quote when 
you receive inquiries. 


THE CRESCENT MACHINE CoO. 
96 Columbia St. 
LEETONIA, OHIO 


See ee ee ee ee ee ee 


by) 5) 
Ett pt 


RULL Que 


MLAS 
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PARKER VISES 


PIONEERS 1842 LEADERS EVER SINCE 





PARKER SUPERIOR SAYS— 


7 Reasons Why- 


FOURTH 


The Swivel Base 


The first swivel 
l the 


patented 


‘ad ¢ above 
hench, a 
feature, a chal- 
produce 
Wedge 
“C.” when drawn 
bolt ds 


expands ring “B” 


lenge to 


its equal. 
up, by 


against wall of 


base “A,” forming 






a positive grip 


The Charles Parker Co. 


WASTER VISE WAKERS 
U.S. A. 


Meriden, Conn. 











Satisfied Customers 


mean 


Profitable Business 


eB | 





EAT 


Quarter 
Turn 


Homestea Valves 


are rendering efficient service in countless Mills and Factor- 
ies throughout this country on water, air andjsteam lines; on 
operating machines, and in other places where the service 
issevere. QThe next time your customers are in’need of a de- 
pendable valve ona troublesome line, be sure to recommend 


Homestead Quarter-Turn Valves 
Made in the Straight-Way, Three-Way, Four-Way and Angle 


patterns, of Brass, Semi-Steel, Monel Metal and special 
compositions, in all sizes up to 6" and in all pressures to 5,000 


Ibs. to the square inch. 


HOMESTEAD VALVE MFG. COMPANY 


HOMESTEAD 








Save Two 
Tons of Coal 
Out of Every 

Ten 





average saving where Sells Roller Bearings 


counter and jack shafts 


This is the 
are used on line, 


They—Fit your present hanger frames 
—Can be installed overnight 
—Are split throughout 
The American Agricultural Chemical Company has in- 
stalled Sells Roller Bearings in more than 25 ot theit 
plants. Look at these other installations. 
Profit hy the comparisons and tests made by these 
concerns and you will install Sells Roller Bearings 


Here are a few Installations: We'll send our hook, Anti- 
Millers Milling Company Friction Power Transmis- 
Aunt Jemima Mills Company 

Urner sion. 


ch, Shriner «& 
United Shoe Machinery Co 


Gillette Safety Razor Co 

American Agrucultural Chem ie Le, , 
ical Ce 

Newberry Cotton Mills 

Babeock & Wilcox Mfg. Co 

Borden Condensed Milk Co 

Dodge Brothers ; 

American Car & Foundry Co 


Manager 


Royersford Foundry & Machine Co., 


43 N. 5th Street Philadelphia, Pa. 





SELLS 20ePaarings 





— 





| 
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TUBING, 
Tube Ce 


STEEL 


tional 


TUBING, RUBBER 


w York Belting & Packing Co 


NIONS, 


Malleable Iron Co 


BRASS 
nois 
VALVE 


Belting Co 
Rawhide Mfg. Co 


LEATHERS 


VALVE 
ed 


STEM 
& Co. 


PACKING 
Twe 
VALVES, AIR 


Brass & 
iv 


troit 


nner Mfg. Co 
VALVES, BALANCED, 


Regulator Co 


VALVEs, 


FLOAT 


BLOW OF! 


ine Co 
mestead Valve 
ikins Bros 
Lunkenheimer 
Wn Powell Co 

D. T. Williams Valve Co 


Mfg. Co 
Co 


VALVES, CHECK 


Williams Valve 
VALVES, HIGH 


PRESSURE 


meste 


Jenkil 


VALVES, 


*lion 


1 Co 
ams Va 


GATE, GLOBE AND 


troit Malleabl 
Mfg. 


Brass & W 


este i Valve 


HULL QUPPILUE. 


4 








*Jenkins Bres 

*The Lunkenheimer ¢ 
*The Ohio Brass Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co 


VALVES, HYDRAULIC 


‘Oo. 


AND IRON COMBINED 


Crane Co 
*Homestead Valve 
*Jenkins Bros. 
*The Wm. Powell Co. 

*The D. T. Williams Valve C 


POP 


Mfg. Co. 


oO. 


VALVEs, 
Crane Co. 
*Detroit Lubricator Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 

VALVES, PRESSURE REGULATING 
REDUCING 
Crane Co. 
*Mason Regulator Co. 
*The Ohio Brass Co. 


VALVES, PUMP OR RUBBER 


Crane Co. 
*Empire Ti 
*The B. F. Goodrich 
*Jenkins Bros. 

New York Belting & Packing Co. 


re & Rubber Corp. 


Rubber Co. 


VALVES, RADIATOR 


Detroit Brass & Malleable Works. 
*Detroit Lubricator Co. 

*Jenkins Bros. 

*The Lunkenheimer ( 
*The Ohio Brass Co, 
*The Wm. Powel Co. 
oF D. T. Williams Valve C 


‘oO. 


ne u. 


VALVES, THROTTLE 


*Detroit Lubricator Co. 
*jJenkins Bros. 

*The Lunkenheimer 
*The D. T. Williams 


Co. 


Valve Co. 


VISES, BENCH 


*The Chas. Parker Co. 


ANGLE 


VISES, PIPE 
Crane Co 
*The Chas 


Parker Co 


*Curtis & Curtis Co, 
*Toledo Pipe Threading 
*J. H. Williams & Co. 


Machine Co. 


WASHERS, LEATHER 
*Alexander Brothers 
*Chicago Belting Co. 


*Chicago Rawhide Mfg. Co. 


WASHERS, RUBBER 
York Belting & Packing Co. 


WASTE, COTTON AND WOOL 
J. Milton Hagy Waste Works. 
WATER CLOSETS, FROST PROOP 
A. Vogel Co. 


WHEELS, GRINDING 
*New York Belting & Packing Co. 


New 


SAFETY AND RELIEF 


*The 


Jos, 
AND 


WINCHES 


*The Yale & Towne Mfg. Co. 
WIPING CLOTHS, MACHINERY 
*The J. Milton Hagy Waste Works. 


WIRE SOLDER 
Chicago Solder Co. 


WRENCH SETS 

*Armstrong Bros. Tool Co. 

WRENCHES, ADJUSTABLE 
The Peck, Stow & Wilcox Co. 
WRENCHES, ENGINEERS’ & MACHINISTS’ 
*Armstrong Bros. Tool Co. 
“Pexto’—The Peck. Stow & Wilcox Co. 
WRENCHES, PIPE 


The Peck, Stow & Wilcox Co. 


WRENCHES, SOCKET 
Tool Co. 


*Armstrong Bros. 


YARN, 


Company 


LATH 


T. Rugg & 











EDGEMONT 
FRICTION 
CLUTCH 


Co-operation for 
“‘Edgemont”’ Dealers 


Our en 
yn 
most helpful, as 


them for 


gineer} 
the 


ent 


is at 
advise 
sual 
aqavice 

The iccessful operation 
size and type ot 
department of condi 
able to handle the 
will and confidence 
customers 


hen the proper 
yur engineering 
supplied, fully 


breed good 


and their 


ciutc! 


1 
d 


bet 


EDGEMONT MACHINE CO., INC. 
DAYTON, OHIO 


your 
installation 
clutch problems are submitted to 


Edgem« 


veen 


all times 
find 


service 
Our dealers 


at tc 


this 


is assured 
is selected. By advising 
the proper clutch 
This technical service 
“Edgemont” dealers 


ynt clutches 


is 








are made ina plant that makes 
nothing else—a plant where 

every part is the result of 
the 


effort of specialists. 


best thought and 


Try one, then order 
more. 


Ask Your Jobber. 


Haz e You 
Our 


( ‘atalog. 
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wr 
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Send for 


complete 
catalogue 


THE U. S. ELECTRICAL TOOL CO. Cincinnati, 


Boston, New York, Philadelphia, Pittsburgh, Detroit, Chicago, St. Louis, Cleveland 














Gy: 


Sweetland Cnuck Service 


Which we offer you provides 
all chuck needs and is 
height of efficiency. 


ails en TheWhitman & Barnes Mfg.Co. 
THE HOGGSON & PETTIS MFG. CO. TWIST DRILLS & REAMERS 


NEW HAVEN, CONN. AKRON, OHIO, U.S.A. NEW YORK LONDON 

















When You Sell 


Cocheco Belting MYERS BULLDOZER 
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- The man who has had experience in the care and 
You Are Bound to Win 


operation of power pumps is quick to realize the 
In the ordinary method of doing business. when you sell positive oiling system, the covered working parts, 
belting or other products, you may or may not find it profit wd s ca i r 
able. However, when you sell COCHECO belting you are sure the extra large valves, improved method or power 
»f the results expected, because application and other late features of MYERS 
SELF-OILING BULLDOZER POWER PUMPS 
. . c . . . 
The Selling Policy Protects You mean in the way of better pumping service, while 


Our products are guaranteed when sold, and if the belt we ae ee Bg cerca her pier gee pump 15 easily 
send you is not as good as any other—better than most—you sn ‘ sgh ts aoa ae ce ha as eeepc od Mie 
can send it back at our expense. You see. you cannot lose n o al and dependable SOENERS Wer CO pati eon 35 eae 

If you want to reduce to a minimum your belting troubles tw t yid and this modern Myers Pump. 
and make this department a smooth running, profitable one. four ales field aches out to all _classes of prospects. 
we suggest that you send for literature and other details of Make tl RF ae with MYERS-OILING 


Tal 
our proposition. BU 29S—the general service pumps 


them succe 
LDOZER 


I 
tor home, farn 


a. B. WILLIAMS & SONS RESIN and prices to the trade 
71-73 Murray St. ct ce The F. E. Mvers & Bro. Co. 


14 N. Franklin st., - 
NEW YORK BOSTON CHICAGO Ashland. Ohio 
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Alphabetical Index to Advertisers 


Akron Barrow Co 

Alexander Brothers 

American Agramid Corp 
American Injector Co. 

Appleton Car-Mover Co 

Arguto Oilless Bearing Co pe eskeeete 
Armstrong Bros. Tool Co 

Birkle Machine Works 

Bond Foundry & Machine Co 
Borden Company, The.. 

Caldwell, H. W., & Sons Co 
Carton Belting Company.. 
Charlotte Leather Belting Company 
Chicago Belting Co 

Chicago Pulley & Shafting Co 
Chicago Rawhide Mfg. Co 
Chicago Solder Co 

Cook’s, Adam, Sons 

Crane Company 

Crescent Machine Co., The 

Curtis & Curtis Co., The 

Davey, W. O., & Sons 

Delta File Works 

Detroit Brass & Malleable Works 
Detroit Lubricator Co 

Dodge Sales & Engineering Co 
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‘“‘Chicago Rawhide’”’ 
Lace Leather and Cut Lacing 








Cut Lacin g 
. MECHANICAL Rowtade Laathor 


on MA — he mt 








Made 
from the 
best green 
salted Packer 
Hides. Strictly 
a MECHANICAL 
RAWHIDE Leath- 
er for Belt Lacing purposes. 

By all means sell a high grade Belt Lacing because 
there is nothing so costly in power transmission as 
poor belt lacings. We know from experience that a 
dealer who will carry a stock of our “Chicago Raw- 
hide Selected’’ Mechanical Belt Lacing will double his 


sales in this line in one year. 


“CHICAGO RAWHIDE” Lace Leather and Cut Lac- 
ing will give double the service of the ordinary chemi- 
cal rawhide or surface tanned leather. 


OUR PRODUCTS 


include “Krome” and Indian Tanned Lace Leather and Cut 

Lacing—Kawhide and “Krome” Fiat Beltings, also Round 

and Twisted Belting—Rawhide Hammers and Malletse— 

a Packings, Cups and U Leathers—Leather Special- 
es, etc. 


If made of leather for mechanical purposes, we make it. 


Write for Dealer's Terms 


The Chicago Rawhide Mfg. Co. 


1301 Elston Ave., Chicago 


New England Branch: LEWIS E. TRACY CoO., 
127 Broad Street, Boston 

















To Increase Efficiency 


and to 
CUT DOWN 
COSTS, 
Use 





“INTERNATIONAL” 
Electric Glue Heaters 


Glue—always at the right temperature for the particular type 
of work going on—never boiled dry—always just right—that’s 
the function of the International Electric Glue Heater. And it 
performs this function. In so doing Internationals increase 
efficiency and speed in production and cut down time costs. 
Internationals also use a minimum amount of current. Three 
heats and fireless cooker principle protect from burn-outs caused 
by boiling dry—there’s no water bath in an International. 
Woodworkers and other manufacturers interested in cutting 
glue costs and getting better results with glue will write 
for our booklet, ‘Economical Glue Handling.” It’s free. 


INTERNATIONAL: lettgic @mPany “International 


enti ae APPLIANCES Electric Heaters 
are better 


INDIANAPOLIS, USA 


















Why is 
the Forbes 
good 
dealer’s 
line? 


Because there is a Forbes machine for cutting and thread- 


2 


ing every size of pipe, from 14” to 16” diameter. With 
the three types of machine—hand, hand and power 
combined, and direct connected motor drivens—you can 
sell a Forbes machine to fit every job, from the plumber 


and steamfitter to the pipe mill. 
Ask for the Forbes book, which 
gives useful and interesting in- 
formation about pipe threading. 

CURTIS & CURTIS CO. 

354 Garden Street 




















Bridgeport, Conn. 














When writing to Advertisers please mention MiIL_ SuPppPLies. 








It Floats on Oil 


The shafting fairly floats on a permanent film of oil 


when it is held by Hill Collar Oiling Bearings. 


Oil stored in a reservoir in the bottom of the bearing 
is continuously elevated by a heavy split collar. Metal 
wipers deflect the oil and distribute it along the full 
length of the journal. A permanent unbroken film 
of oil is provided that insures continuous efficient 
operation. 


The Cleveland Type Hill Collar Oiling Bearing is the 
newest development in Line Shaft Efficiency. Furn- 
ished in every style of rigid or ball and socket 
mountings. 

Send for Catalog 


THE fu CLUTCH ce. 


General —" and 
New York Office 


a. a Ohio 50 Church Street 
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F SERVICE 


THE SHIPPING DEPARTMENT 


This is perhaps the most important department of our 
business. 


The personnel is made up of men who have had many 
years of experience in the assembling and packing of mate- 


rials in our line. This has a vital bearing on the service which 
we render to you. 


All orders are quickly and carefully handled and are 
double checked before packing for shipment. 


Xe) se =) on a2) eo Roelof Orem 


YH fa F-\4-) oi) Oe Pittsburgh, Pa. 
MACHINERY and SUPPLIES 
































Sed 


make the first cost for Mac-its higher — but a 
steadily increasing number of individuals and in- 
dustries are finding that it pays to buy the extra 
bonus of performance of Mac-it screws. 


WLR 


Backed up by an adequate advertising campaign, 
Mac-it screws are easy to sell and one sale to a 
customer is positive assurance that you will get 
that customer’s repeat orders. 





A *% IN. SET-SCREW FORCED 
THROUGH SOLID STEEL. 
The illustration shows a Mac-it SET. CAP and SAFETY SET SCREWS 


Set Screw driven with a 14 inch : ee : 


wrench into a solid block of steel. 
Square-head, headless, hollow, tool-post 




















Observe how a button of solid 
steel was forced out in advance of 
the Mac-it. 








TWISTED COLD: As a demonstration of quality note the two tests 

















This Mac-it airplane eyebolt is illustrated at the left. If you prefer to convince 
hi Mac-it toughness. 

rr aa noe coal ik toe yourself—send for the test set (screw and block). 

knots with the cap screws and We dare you to twist the head off a Mac-it! 

bolts you are selling today?—Not 








unless they’re Mac-its. 









The Strong, Carlisle @ Hammond Co. 


New York Chicago Boston CLEVELAND Philadelphia Detroit 








—Make Mac-it Endurance your sales insurance— 
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